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PEAK to anyone who drives behind a 3 

Boyce Moto»Meter and he will tell you 3 
that it is indispensable—the most necessary 
instrument on his car. It enjoys the unique 
position of being demanded by every 

experienced driver. . 
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Branches in THE MOTO-METER COMPANY, Inc. 
LONDON and PARTS LONG ISLAND CITY, NEW YORK 


Canadian Factory - Hamilton, Ont. 
THE MOTO-METER CO. OF CANADA, Limited 





“The most necessary instrument on the car” 
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Trigger Switch | 























Cops apt $920:- The Biaeh A Becker Miz Co, 


A Black & Decker Portable Electric 
Drill is transformed to a precision drill 
press in a few seconds by using the 
Black & Decker Bench Drilling stand. 


BLACK & 





Used wherever electricity is available. Operate on 
standard electric light circuits or farm lighting circuits. 
In ordering, merely specify whether 110, 220 or 
32 volt machine is desired. It makes no difference 
current is direct or alternating. They run 

on ei 


Philadelphia, 
JIB. Broad Se. 


New York, San Francisco, 
169 Massachusates Aye. M4UBrvadway 948 Hearst Bide. 





Portable Electric Drills 


Electric Valve Grinders 


“THe BLACK & DECKER MFG.CO. 


General Offices 
600 EAST PENNSYLVANIA AVENUE 
TOWSON HEIGHTS, BALTIMORE, MD., U.S.A. 


Los Angeles, 
310 Hibernian Bla. 





The powerful and enduring drill plus ne 


the rigid stand with its wide range of ao: 
adaptability insures fast, clean, accu- pe 
rate work. ee 


DECKER | 


Sold by the leading Machinery, Mill Supply, Elec- 
trical, Hardware and Automotive Supply Houses. 

Upon request we will gladly send you complete 
catalogue describing our line of Portable Electric 
Drills, Electric Valve Grinders and Electric Air Com- 
pressors. 
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198 Huwhiason Ays 
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Has All the Quality 


Characteristic of Presto Products 


In point of design, construction and appear- 
ance this latest Presto product is everything 
to be desired. 


Two models and a special bracket for Ford 
touring cars and roadsters fit all cars. Made 
of highest quality, black water-proof auto top 
material, stretched over both sides and securely 
stitched to a strong steel frame, all joints elec- 
trically welded. A wide piece of material seals 
space between auto top and visor; excluding 
rain and snow. Adjustable in width to fit all 
models and makes of cars. Clamps hold visor 
securely to windshield posts when used on open 
cars; or brackets may be screwed to windshield 
frame when applied to closed models. Angle 
of visor can be adjusted without getting out 
of car. 

JOBBERS AND DEALERS: Write for litera- 
ture and compi3te irformaticn. 


PRICE ONLY $7.50 
West of Rockies $8.50 


Metal Specialties Mfg. Company 


338-352 N. Kedzie Ave., 
CHICAGO, U. S. A. 
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TRANSMISSIONS 
yp A Margin 


of S trength 


The lightest—and the lowest-priced —trans- 
mission we build has been run successfully for 
months in a heavy truck, under load. 


~ Yet we would never consent to supply this 
transmission for use in any vehicle heavier 
than the type for which it was designed. 


When, therefore, you see a Covert Transmis- 
sion in an automotive vehicle, you can know 
that its builder has provided.a wide margin 
of transmission strength and safety. 


You can also be confident that the other de- 
tails of such a vehicle are similarly of the 
highest quality, and that you are therefore 
warranted in paying the relatively higher price 
such superior value always commands. 


COVERT GEAR COMPANY, INC. 


Sales, Engineering and Factory: Lockport, N. Y. 
Export Offices: 100 Broad Street, New York City 
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mae Where Are the 
=a) | Faults in My 
Business? 









A Good Accounting System 
Will Disclose the Department 
That Is Eating Up the Profits 





else do one thing—he must have the right slant on his business and must know 
exactly where he stands at all times. 

He must be in such a position that he can go to his banker at any time with 
a statement that will show him he is keeping close track of all receipts and disburse- 
ments and when the end of the year comes he must be able to show to a penny what 
his actual profit or loss has been. Only in this way will he be able to build up his 
establishment on a strong foundation. 

It is true that dealers in our larger cities as a general thing have pretty good sys- 
tems of accounting and know where they stand and which way they are headed but 
many dealers in the smaller country towns as yet have not been sold entirely on the 
necessity of keeping a set of beoks and records for the maintenance of their business. 
The article on the following pages will show why money is lost to the dealer as a 
result of not keeping efficient record of his business. 


Te dealer who expects to get through 1921 successfully must above everything 
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Know Where Your Business Stands 


From Day to Day 


It May Be Too Late if You Wait Till the End of the Year 
to Know Whether It Made or Lost Money for You— 
Days of Keeping Records on Memorandum Pad 

Are Over 


have changed rapidly during the last year. Every 

business must be adjusted to meet the changing 
conditions of 1921, whether the business be selling and 
servicing automobiles or running, a drygoods store. 
Many merchants already have adapted their business 
to the times. The same is true of some automobile 
dealers. Others have not. Also, some dealers who as 
long as business came rolling in easily rolled in with 
the great wave of prosperity but likewise rolled out 
with the wave. 

The chances are 100 to 1 that those who_rolled out 
with the wave did not know to a dot just where their 
business stood from day to day. They grew careless. 
Records meant little in the days of prosperity to those 
dealers. They were intoxicated by the times. They 
took in any kind of used cars on trades. Their over- 
head was big, but what of that? Cars were selling fast 
and the main job was to get enough from the factories. 


ee: are changing times. Business conditions 


Now things have changed and are changing. In the 
days of frenzied buying you could not tell the good 
dealer from the bad dealer. It took no effort to sell 
amanacar. He just came in and bought. From now 
on it is going to be a case of selling the customer and 
the good dealer is going to have his innings. How 
strong he is going to bat in 1921 depends on how well 
he has his business in hand and on how well he can 
change it to meet the changing times. 

The automobile business is perhaps a little different 
from other lines of business, especially when it comes 
to selling service on cars, trucks or tractors, in that 
there is no manufactured product sold. A groceryman 
and automobile dealer both must know their costs, but 
in the case of the dealer his costs for service cannot 
be ready made quite as easily as with the groceryman. 
The flat-rate plan of selling service is getting a strong 
foilowing and is, perhaps, one of the answers to getting ~ 


_ service costs on a predetermined basis. 





HE dealer must figure out the condi- 

tions in his own shop; he must know 
his costs whether he operates on the 
maximum estimate or flat rate and, if 
he knows his costs, he will know his 
business pretty well. He will know that 
he is making a profit. If there is a 
record of every transaction he will know 
that there are no leaks through which 
profits are seeping. So long as every 
sale of a car, truck, or tractor, or the 
service on these has with it a legitimate 
profit the dealer is heading straight for 
success. 


Speaking of keeping an accurate set 
of books and knowing where a dealer 
stands in his business it is interesting 
to know what The Comfort Printing 
Specialty Co., St. Louis, whose business 
is confined to the manufacture of re- 
cording forms, etc., for automotive deal- 
ers, has found out. 


The lesson that commercial failures 
have taught us is one that every mer- 
chant can take to heart—one that he can 
use to his benefit. The retail automobile 
field is fast learning the need of complete 
records. The failures in automobile ga- 
rages and shops have reached a high pro- 
portion and many of these failures are 
found to be due most entirely to lack of 
records—a lack of real knowledge of the 
business that records alone will bring. 
The retail automobile man, whether 
operating a garage, repair shop, or 
agency or three of these departments is 
after all a retail merchant. 


The merchandise is largely his service, 
but he, like any other retail merchant, 


must make a profit of the merchandise 
he sells and like any other retail mer- 
chant he must know the cost of his mer- 
chandise before he can know whether or 
not he is making a profit. Every up-to- 
date merchant in any line of trade has 
a record of the cost of his merchandise. 
It is from this known record that he fig- 
ures his profit as much as the selling 
price. 

The retail automobile man dealing 
largely in service has a more difficult 
task than the retail merchant to whom 
he sells the manufactured product. Both 
must know their costs, but the retail 
automobile man cannot have his costs 
presented to him in ready-made fashion. 
He must determine from conditions with- 
in his own shop just what his costs are; 
he must be able to determine from each 
job just what the cost of each particular 
job is. Know your. costs and you know 
your business. Have a record of every 


transaction and you know that there are’ 


no profit leaks. If every sales carries a 
legitimate profit, you are headed toward 
success. 


RECORDS GIVE AN X-RAY VIEW OF 
YOUR BUSINESS 


One sale at a loss will knock the profits 
out of three or four other sales. One de- 
partment being operated at a loss is an 
unfair burden to the other profitable de- 
partments, and there is only one way to 
get the inside of this thing of profit and 
loss— that is, to take your business to 
pieces and examine it department by 
department. You should get an X-ray 
view of your business. 


Let us start with the repair depart- 
ment. In no other department are com- 
plete records as necessary as they are in 
repair department, for in this branch 
of work no two jobs are identical and 
the consequence is the cost of every job 
must of a necessity be individually de- 
termined. Unless this is in some way 
done, it is impossible to tell whether the 
department is making an adequate profit 
—whether your charges on some jobs 
are unreasonably high and on others not 
enough to cover your actual costs. 

The facts to know whether or not your 
repair department is put on an actual 
profit basis are obtained from dividing 
your repair department into two broad 
divisions of cost. The first is time—the 
second is material, usually consisting of 
necessary replacements parts and so in 
order to determine the cost of any par- 


_ ticular repair job it is necessary to know 


exactly how many hours of time were 
put in on the job and what material was 
used. 

The records of a repair department 


_ Should do more than account for time 


and material on any particular job. 
These records should enable you to keep 
tab and judge the value of each and 
every man in your shop. You cannot 
personally supervise all the work all the 
time but with proper records before you, 
you can tell exactly how every dollar 
was spent and how every man has en- 
gaged his time while in your employ. 
In connection with your repair depart- 
ment the most vitally important depart- 
ment in which much money can be 
gained and more lost is in the stock- 
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room. Your stock, extra parts, acces- 
sories, etc., are as vital to you as money 
in the bank. In the first place all of this 
stock costs real money. 


Like unto the bank, your stockroom 
cards are your bank books. Your requisi- 
tions take the place of your checks. 
The checks show you how much money 
you have drawn out of the bank and your 
bank book gives-you the balance on hand. 
Likewise with the stockroom card. The 
stockroom card shows you the amount 
of material on hand and the requisitions 
show you the amount of material which 
has been drawn out of your stockroom 
and for what purpose it has been applied. 

Should the tire department be handled 
separate from other stock? Experience 
has proven that it is advisable to: handle 
all tire business as a separate and dis- 
tinct department. There are several rea- 
sons for this. 


In the first place casings and inner: 


tubes run into money fast and as. the 
stock in this department deteriorates 
rapidly it is necessary to move goods 
in the order that they are received from 
the factory. Another reason is that ad- 
justment has to be made on tires so it 
is necessary, if you are to play fair with 
the customer, to have a history of every 
tire disposed of. You should by all 
means have a stock record of your tires 
to show the number, the kind and size 
of castings and inner tubes on hand at 
all times. You should be able to tell 
exactly when each one of these were re- 
ceived from the factory; you should be 
able to tell exactly the number and kinds 
of tires that you have sold. 


ALL TIRE TROUBLES NOT OF 
ROAD VARIETY 


Without this information you have no 
standard upon which to base your order 
from the factory. You have no way of 
telling if the stock on hand is going to 
be adequate to met your needs or not. 
There is a lot of money in tires. Are you 
getting your share? All the tire troubles 
aren’t confined to the road. The average 
dealer usually has his tire troubles too; 
not punctures nor blow-outs but from a 
number of things that cause profit leaks 
in your tire sales. 

You cannot intelligently dispose of tire 
stock unless you have some means of 
knowing at all times just how many tires 
you have in stock. Eliminate chances for 
loss. You can avoid these profit leaks 
if you know exactly the number and size 
of tires that you have in stock, you 
should know exactly when each one was 
received from the factory and know ex- 
actly the number and kinds of tires that 
have been sold and when they were sold. 
Many dealers just guess all these things 
and possibly get by but they could avoid 
a lot of trouble and make bigger profits 
if they will only decide to quit guessing 
and determine the low cost. 

3 Knowledge beats guess-work at all 
times. It isn’t so hard to get the knowl- 
edge either and the very kind of knowl- 
edge that will increase profits. Proper 
forms should be used on each one. You 
should have a tag on each tire which 
would show the make and size of that 
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kind, the thread. number, etc.; you should 
have a stock record showing when it was 
received—when it was sold, etc., giving 
the serial number. 

You should also have proper tire repair 
records which would show you the 
amount of cost of each job. A very 
simple system of all this information 
can be had at a very small cost. 

Although the cloud of business de- 
pression is slowly passing away and the 
silver lining is again showing itself in 
the year 1921, nevertheless, you have to 
dig in after your sales if you want to 








“Can You Answer 
These Questions 


About Your 
Business? 


Where do I stand today? (one of 
the most vital importance.) 

How much profit did I make dur- 
ing the year? 

Did I make any—did I just break 
even. or did I lose? 

Could I prepare a business state- 
ment that a banker would accept? 

If I had an opportunity to sell my 
business, would I know how much it 
is actually worth? 

Would I be better off if I sold my 
business and accepted a good paying 
proposition? 

How much money have I tied up 
in machinery, equipment and tools? 

Would I make more actual money 
by cutting out some of the things that 
I am doing now? 

Does the money I have in the bank 
represent my profit? It certainly 
does not. You must know your busi- 
ness and in order to know your busi- 
ness, you must have facts at all times 
at your finger tips. 








be on the right side of the ledger in 
1921, and therefore go on and dig and 
boost for all sales: Sales are made by a 
combination of information and knowl- 
edge and from the personality of the 
salesman. There is, perhaps, no way of 
furnishing a personality, but there is a 
way of gathering all the information and 
acquiring the knowledge. 

Any salesman who must use all this 
energy in trying to remember things that 
ought to be put down in black and white 
has just that much less energy to do the 
actual sale work. Then there is the 
manager side of it. The owner of a busi- 
ness should know all about the sales 
activities of the selling force—how much 
each man is selling—how many prospects 
he has called on—how many of these 
prospects he is likely to sell within the 
next sixty days—how many of this type 
and how .many of that type of car can 
zeasonably be sold during the season— 
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what accessories it would pay to stock 
heavily arid push. 

One more thing that the dealer is very 
much concerned about is—if one of his 
salesmen should leave—would he carry 
all the names of his prospects away with 
him, locked up in his own head, or would 
he have all the information in his own 
office? t 

A watchful eye should be kept on your 
battery department, whether you operate 
it independently or as a department, on 
account of the profit leaks. A battery is 
repaired, exchanged or re-charged and 
you ought to get the proper charge made 
for this particular service. You should 
have a way of checking up to see that 
no more than e proper allowance is 
made for a battery taken in on exchange. 
When a man rents a battery, you shduld 
always charge him for the full time in 
which he has it in his use and he should 
have a receipt for every battery taken 
out of your shop. Batteries are brought 
into your shop and taken out for so many 
different reasons and the services of a 
battery department are of so diversified 
a nature that some of the profits are 
bound to be lost unless a record of every 
transaction is made. 


ALL RECORDS BROUGHT TQ FINAL 
ACCOUNTING 


All the records of each department 
should be summarized for what is known 
as one final record and that is a good 
accounting system. 


You can speed up the work, save waste 
of time and at the same time give better 
service by using the proper forms and 
tags. These tags are the cost getters for 
you and summarization of them ought to 
be put into a final book where complete 
record of every transaction ought to be 
made. With a glance you ought to be 
able to see whether your expenses are 


_trunning too high—whether Jack, Jim or 


Tom is earning the money you are pay- 
ing him—whether you are buying too 
heavily—whether this department or that 
department is paying—whether you 
should cut down on the credit of this 
customer or that customer—how much 
money you owe—how much money you 
have on hand—how much money is due 
you—how much money you have in- 
vested in equipment and how much of 
the stock ordered was not delivered— 
what your investment in capital is—and 
what would be a fair return on this capi- 
tal. 


There are now over seven million auto- 
mobiles in the United States and with 
the year 1921 the estimating of sales 
of automobiles by the various manufac- 
turers is over two million, which would 
practically bring the amount of automo- 
biles to be in use in the year 1921, over 
nine million in the United States. There 
are approximately a little over a hundred 
thousand automobile garages in the 
United States. What comparison is it in 
your territory? Will you be able to con- 
duct your business with the amount of 
repair work, sales, tire work, battery 
work, etc., on a profitable basis without 
records during the year 1921. If not— 
get ’em, 


- - ~ 
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fad are many dealers in com- 
munities outside the big cities 
who are sitting in their salesrooms 
and wondering if there is any busi- 
ness anywhere in the world. . 
Kansas City territorial dealers—or 
at least many of them—did not ignore 
the Big show and sit at home while 
the show was going on. 
They came out and lent their en- 
couraging presence to the display. 
When they went home they carried 
_, with them a different outlook on life. 
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With less expense than in former 
years, the Kansas City show was 
one of the handsomest ever 
staged in the city. And it was 
one of the most successful. A 
year ago there were 46 per cent 
fewer people during the time the 
show was being held 


Providing Tonic to the Market 


The Kansas City Show, in Which Civic Organizations 
Joined to Make It a Success, Has Furnished the Pre- 
liminary Stimulant in a Territory Hitherto Depressed 


ANSAS CITY, Feb. 16—Just to show that in- 
kK terest in the automobile business is as keen as 
ever and that this widespread interest can be 
made into a wonderful spring business for the trade, 
Kansas City opened the doors of its fourteenth annual 
show last Saturday night and when the lights of the 
show had been turned out and the gate receipts counted 
it revealed the fact that 46 percent more people attended 
the opening night than a year ago. Last Monday night 
the crowd was 34 percent greater than a year ago. 
The show is one of the prettiest ever put on in this 
city and the remarkable part of it is that the beautiful 


effects were obtained at less expense than former shows. 
Without spending the dealer’s money, Manager E. E. 
Peake did a fine piece of promotional work the week 
before the show opened. Mr. Peake told the story of 
the automobile industry and of the show to four of the 
largest civic organizations and, therefore, got these 
organizations with him. He related the great part 
played by the automobile and motor truck in the 
development of Kansas City and startled his hearers by 
telling them of the amount of money spent by the 
automotive industry in rents, payrolls, etc., in the 
community. 


PEAKING of the show in a business 
way, the exhibitors are getting the 
largest and most likely looking lists of 
prospects they have obtained at a show. 
Distributors frankly state they are 
‘making sales beyond their expectations. 


The truck section is a revelation of 
merchandising effort and its logical re- 
sults. The exhibitors have more space 
than ordinarily and they have taken ad- 
vantage of it not by crowding in more 
trucks but by displaying the trucks that 


they are showing. There is no dead stor- 
age effect along the truck aisles, which 
are on the same floor with cars, there is 
a wise showing of trucks already sold 
and bearing the firm names of the pur- 
chasers and there is open space—lots of 
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it—to permit viewing and inspection of 
the vehicles. There has been a remark- 
able patronage of the truck exhibits, re- 
sulting in a good number of retail sales 
and in the placing of considerable whole- 
sale business. 

There is some evidence here, and 
pretty encouraging evidence, as there 
has been in some other cities, that the 
dealer is going to clean the platter and 
then go out in his own territory and fill 
it up again. He has been fighting against 
odds, must continue to fight, particularly 
in this territory where sales have been 
restricted since last May by a bankers’ 
attitude growing out the Federal Re- 
serve Bank’s ban on the rediscounting 
of automotive paper—-a ban still hold- 
ing good, fhough there are indications 
that it may be lifted soon. The dealer 
has been fighting, too, against serious 
business depression taking root in the 
dominating commodity of the territory— 
wheat—but with the gradual liquidation 
of crop holdings there has been a steady 
betterment of agricultural, commercial 
and industrial conditions since December 
and there are people with power to buy. 
On the vigor with which the local dealer 
searches these people out, talks them 
out of their resentment against a world 
whose readjustment has made them lose 
money and brings them to the point of 
purchasing depends the future of the 
automobile and truck business. 


DEALERS FLOCK TO BURIAL OF 
“GUS GLOOM” 


There is no intention to convey the im- 
pression that the territorial dealers have 
ignored the big city shows in other cen- 
ters or are ignoring it here. They have 
been here this week in sufficient num- 
bers to give an attendance of almost 700 
to the trade rally which witnessed “the 
burial of Gus Gloom,” and there has been 
an encouraging amount of out-of-town 
dealer cooperation with distributors at 
the show. But there are many, many 
dealers sitting in their salesrooms and 
garages back home, wondering how the 
boy going down the street can whistle 
and waanitvie. at the same time, why 
nobody comes in to buy. Some of them 
are going to get that infection which is 
the opposite of the hookworm from the 
dealers who have been to the show and 
they, with the men who have been sup- 
porting the distributors’ show efforts, 
are going to sell automobiles and trucks 
this year, and next year and right on 
into the tremendous future that lies 
ahead of this business. 

With the show the Kansas City trade 
has got-right hold of its boot-straps and 
notwithstanding the seeming impossibil- 
ity of the feat, it is lifting itself defi- 
nitely into the selling class. One could 
hardly say that the tide had turned here 
before the show. A few lines were mak- 
ing a few sales early this month, but 
generally speaking the stagnation was as 
acute as though there had been three 
feet of snow instead of dry streets and 
roads. 

In this city of wonderful boulevards 
and truck highways, pulsating with the 
life of a great trading center and of 
the food creative territory surrounding it 
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Proving That a Truck Show Can Be Good Looking 


One of the notable features of the Kansas City show was the merchandising 
effort put forth in the display of trucks, an effort that accomplished results 
—it sold trucks 





there is no doubt of the future of the 


automotive indtstry. The trade has 
made a reconfession of its faith in this 
future in the show. There is complete 
confidence of an uninterrupted upward 
trend from now on. In this respect 
Kansas City is just like the other) com- 
munities where shows have been held or 
will be held this month and next. The 


show is the stimulant that the sick mar- 
ket needed. After-show work will be the 
tonic to maintain the convalescent proc- 
ess, and it is encouraging that in con- 
tinually growing numbers dealers are 
relearning the thing which they had for- 
gotten during the big appetite years of 
the war period—how to mix and admin- 
ister the tonic. 


Think Over and Analyze 
Your Lost Sales 


Some dealers work on the plan of for- 
getting all lost sales just as quickly as 
possible and concentrating their atten- 
tion on new prospects. But isn’t there 
much to be learned by carefully analyz- 
ing all lost sales and tabulating the 
reasons for them? Couldn’t a dealer in 
this way learn things which would en- 
able him to cut down his percentage of 
lost sales? For instance, wouldn’t it be 


worth while to know that the largest 
number of sales were lost because of 
lack of pep in following them up? Or 
that a number of other sales were lost 
because of mechanical troubles while 
demonstrating? Perhaps the prospect 
was not convinced of your ability to ren- 
der service. Don’t forget lost sales, but 
think them over, analyze them and profit 
by the reasons why they were lost. 
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THE FEDERAL RESERVE BANK 


What It 


‘Is 


What It Does 


Why It Was Formed 


York named C——. What it suf- 

fered before its people decided to 

put in a new ‘reservoir for water, and 

what it gained after the new water sup- 

ply began to work, illustrates in a small 

way why the people of the United States 
have the Federal Reserve System. 

For many years, even after the village 
of C——- had grown to be a little city, the 
people got along with an old-fashioned 
water supply. Every house had its well 
and cistern, and when in dry weather a 
man’s well gave out, he got along as best 
he could with a little water which he 
brought from a neighbor, whose well 
happened to be a little deeper than the 
rest. The people of C—— on the whole 
were a progressive, vigorous lot, who 
used to say they would put up with the 
old way of getting water because they 
were too busy with their everyday work 
to think about changing it. 

But one morning a fire started in the 
main street of the town. It so happen® 
that the people had been using a good 
deal of water and the wells were low. 
They went from one well to another 
hoping to get water with which to fight 
the fire, but each man said, “No, I have 
very little water, and I may soon need 
it myself, because the fire is coming this 
way,” So very little water could be got, 
and in the end the people of C—— had 
to let stores and buildings in the heart 
of the town be blown up in order to stop 
the great fire that threatened to destroy 
the whole village. Losses were severe, 
nofonly to the man in whose store the 
fire started—who perhaps deserved to 
lose money because of his carelessness—, 
but to the other people of C——, many of 
whom were conservative business men. 


Took Fires for Granted 


In thinking it over afterward, the men 
of the town recalled that they had had a 
fire equally destructive ten years before, 
and another ten years before that. In- 
deed; they had gotten so used to having 
devastating fires every ten years that 
they had come to 'believe they were 
necessary evils. 

Presently the chief men of the town got 
together and decided that such great fires 
were not necessary after all. They de- 
cided that a reservoir ought to be built 
on the top of a hill, with water mains 
leading to every part of C——, so that 
all its citizens should have water for 
their daily use, and above all else, to pre- 
vent the spread of fires which are apt to 
start anywhere at any time. So the 
reservoir was built, and it was large 
enough and strong enough to meet all the 
needs of a growing city. 


HERE is a town in western New 


By SHEPARD MORGAN 


Assistant Federal Reserve Agent, Federal 
Reserve Bank of New York 


But scarcely had the reservoir been 
finished when a great forest fire broke 
out which swept the country for miles 
around, and finally came to the very edge 
of C——. Many men had to leave and go 
off to fight the forest fire; business was 
short-handed and the regular life of the 
community was upset. But the water in 
the reservoir proved to be enough to save 
the town from being burned down, and 
fire losses were actually less than nor- 
mal. 

That tells in a few paragraphs why the 
Federal Reserve System was established 
and illustrates the purpose it has served 
in the last few years. It set up a reser- 
voir of credit which took care of the 
needs of business in this difficult year 
just past. It substituted for the old sys- 
tem of every-bank-for-itself a new system 
whereby vast resources can be piped 
from one part of the country to another 
for the benefit of all. 

Under the old National banking system, 
which served the common purpose of 
business well enough except in time of 
trouble,, banking reserves were scattered 
just as the water supply of C—— was 
scattered through many separate wells. 
When trouble came, every bank had to 
look out for itself; it had to draw in the 
deposits it had in other banks, and call 
in loans made to its customers. It put 
away in its vaults as much currency as 
it could get hold of, and sometimes 
pulled down its shades until the trouble 
was over. Thus the very efforts of the 
banks to put themselves in order in 
times of strain tended to make the 
general situation worse, and the springs 
of credit were dried up. Then came the 
devastating panic, in which conservative 
business men went down along with 
those who had over-extended themselves, 
and the finances of the country suffered 
a shock from which it took a long time 
to recover.. Of course many conservative 
merchants, who were in no way responsi- 
ble for the trouble, never did recover. 

The Federal Reserve System is in- 
tended to do for the country just what 
the new reservoir did for C——. Under 
the law all National banks, and as many 
State banks as are members of the 
Federal Reserve System, have to keep 
their reserves with the Federal Reserve 
Banks, thus supplying the basis of credit 
to the great central reservoir. Their re- 
serves amount the country over, to about 


10 per cent of the deposits they hold for 


their customers. City banks, because of 
the sudden drains to which they are sub- 


ject, and because of their position in 
active business centers, have to keep 
with the Federal Reserve Banks some- 
what more than 10 per cent of their de- 
posits; country banks somewhat less. In 
this way very large deposits are built up 
in the Federal Reserve Banks—for in- 
stance, the deposits of the Federal Re- 
serve Bank of New York alone are about 
the same as the deposits of the Bank of 
England. 

In the old days each bank kept its 
reserve either in cash in its own vaults, 
or on deposit with commercial banks in 
the cities, which in turn might keep their 
reserves with still other commercial 
banks in the largest centers. In times of 
trouble banks holding these deposits for 
other banks, could not stand the strain 
of having them withdrawn all at once, 
because they had no way of getting so 
much money, and no great central bank 
on which they could rely. As a result 
some banks had to close their doors 
either for a time or permanently. Now 
they keep their reserves with the Federa} 
Reserve Banks which have a great credit- 
making power, and so the country’s 
banking reserves are available at all 
times. 

Thus each Federal Reserve Bank is a 
reservoir of funds for its members, and 
through them for the people. But that 
is not all. In times of need, or when 
seasonal demands arise, one Federal Re- 
serve Bank may borrow from other 
Federal Reserve’ Banks in other parts of 
the country. There are twelve Federal 
Reserve Banks each serving one of 
twelve Federal Reserve districts into 
which the country is divided. The Fed- 
eral Reserve Banks are located at Bos- 
ton, New York, Philadelphia, Richmond, 
Cleveland, Atlanta, Chicago, Minneapolis, 
St. Louis, Kansas City, Dallas and San 
Francisco, and some of them have one 
or more branches in other representative 
cities. 


Funds Transferred Instantly 


Because these Federal Reserve Banks 
are all knit together in the Federal Re- 
serve System, it is possible to transfer 
funds instantly by telegraph from New 
York to San Francisco or Dallas or 
Minneapolis, or from Atlanta or Boston 
or Philadelphia to New York, or in any 
other direction between any Federal Re- 
serve Bank or group of Federal Reserve 
Banks. The way this system works to 
meet a sudden demand for funds in one 
part of the country from a surplus in 
another part—how it works smoothly, 
speedily and without friction—will be 
told when the lending power of the Fed- 
eral Reserve System is described in 4 
later article of this series. 
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Sell the Tractor for Year ‘Round Use 


It Is Not Enough to Sell a Tractor and a Plow. To Do 
So Places the Tractor in the Thirty-Day-a-Year Class. 
Full Line of Equipment With Tractor Makes It a 


power farming idea has been im- 

pressed upon the minds of the 
farmer, the banker and any others who 
may have some direct or indirect connec- 
tion with the sale of the machine, there 
is stil lanother important consideration 
which should be firmly established in 
the minds of the same parties, which 
after all is simply an elaboration of the 
whole power farming idea, and the 
nucleus of that thought is “proper ap- 
plication of the traetor.” 


After all, the tractor is the power unit 
of the power farming equipment. It is 
relatively of the same importance as the 
horse. However when we find that many 
farmers who after having purchased a 
tractor still find as much use for the 
horse as they had before the tractor 
entered their lives, we are forced to one 
conclusion, viz, that the tractor was not 
rightly applied to the farmer’s use. The 
results of an investigation conducted by 
the Samson Tractor Co., a division of the 
General Motors Co., showed that most 
tractors are sold for a twenty-nine day 
a year service. This however is not 
the only important thought of proper 
application of power farm equipment. 


Reduced Working Time 

First of all and foremost is the con- 
sideration of reducing the work and time 
spent on the work during peak loads. 
This not only permits of greater produc- 
tion as far as actual work is concerned 
but the productivity of the soil is also 
increased. It is a well established fact 
that every day seeding is delayed after 
about April 10 is equivalent to a loss in 
yield of one bushel per acre per day. 
A farmer with 160 acres in corn, planted 
about April 20, would stand to loose in 
his total yield about 1600 bushels. This 
in general would be the average loss 
due to late planting, but the rule is not 
invariable. If sole dependence is placed 
on horses a considerable delay would be 
experienced just because of the inability 
to accomplish sufficient work with them. 
The working time with the tractor may 
be greatly reduced. 

Of great importance also is the fact 
that with a tractor much deeper plowing 
is possible thus bringing to the surface 
new and unused portions of the earth, 
having greater fertility. 

The peak load of plowing time is only 
one of such loads that a tractor easily 
overcomes. The peak load of harvest 
time is another condition that modern 


N FTER the full importance of the 


Working Year Machine 








Tractors Plus Farm 
Machinery 


Q—Is there money in selling a 
tractor? 

A—Some, but not enough. With the 
same effort a complete line of tractor 
equipment can be sold with the ma- 
chine. The profits resulting from the 
sale of the tractor with all its equip- 
ment is well worth while. Some deal- 
ers have found their profits from mo- 
tor car sales hardly comparable with 
tractor and equipment profits, and 
consequently have given up the motor 
car. 


The tractor must be sold to accom- 
plish two things: First, its ability 
to override the peak load periods 
without delay. Second, its general 
application to kinds of farm work, 
thus lifting the machine out of the 
thirty-day-a-year class. 








machinery will iron over without friction 
and in a very short time. 

After a tractor has satisfied the peak 
load conditions on the farm the records 
bear out the fact that the machine has 
been in use hardly more than 30 days 
during the year. It is evident then that 
when the machine is needed during the 
peak loads it is needed badly and there- 
fore communistic ownership of farm 
machinery does not follow. -It is prac- 
tically impossible to work out a suitable 
arrangement between the joint owners of 
farm machinery as to when and by whom 
the machinery shall be used. The de- 
mand for the use of the tractor comes 
suddenly and without any warning and 
when it does come everyone should have 
his own machinery to work with. It is 
not an expedient solution of the prob- 
lem to argue a day over the matter each 
time weather conditions permit of the 
use of the machinery. So much for the 
communistic idea of tractor ownership. 
Some other small pieces of equipment 
might be owned by a few but the cost 
of these is so little that their outright 
purchase would be more profitable than 
to run over to the neighbors and bor- 
row the machine each time it is wanted. 

The peak load problem settled, it be- 
comes one to consider next the general 
application of the farm machinery during 





these other than peak load periods. 
Right here it might be said that prac- 
tically every dealer selling a tractor sells 
a plow at the same time. The actual 
figures in the case run over 90 per cent 
and in some cases over 95 per cent. If 
every tractor that is sold is accompanied 
by a plow in the sale, and if the majority 
of tractors and plows are used but 30 
days a-year, is it logical to plan on sell- 
ing a complete line of equipment to ac- 
company the tractor thus making it a 
year ’round usable machine? The com- 
plete line of equipment accompanying a 
tractor together with the peak load abil- 
ity of the machine constitute the com- 
plete application of power farming 
machinery. 

The manufacturers of power farming 
equipment have made it financially 
profitable for the dealer to handle the 
equipment. These dealers in the past 
who have complained of the shortage of 
profits resulting from tractor handling 
have not fully applied the principles of 
power farming to their selling business 
and as a result have sliown red on the 
books. But when some dealers who 
have taken over the tractor and followed 
it through with a complete line of equip- 
ment find it to be so profitable that they 
give up the automobile entirely there ig 
something significant to the power farm- 
ing idea. 


Sell Equipment With Tractor 


An aggressive sales policy is needed 
to apply the tractor to the whole of the 
working year. Then the tractor and its 
necessary equipment will be found to be 
a profitable venture. It cannot be 
emphasized too strongly that the entire 
equipment line should be handled along 
with the tractor. A horse without a 
plow or the other farm implements is 
valueless and so is a tractor valueless 
without equipment. 

However, the sale of the farm machin- 
ery is not the end of the problem. There 
must be no wildcatting in this business 
if the farm power era is to be started 
off now at a booming rate instead of 
ten years later. Service must follow 
the sale. Machinery lasts only so long 
and when its useful day is served new 
machinery must be bought, so the dealer 
who keeps the reordering day in mind 
will so completely win over the farmer’s 
confidence by his service policy that 
when the day does arrive for new equip- 
ment there will be no question as to 
where the machinery will be bought. 
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Dealers Buy Much Service Equipment 
at Pacific Coast Show 
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Second Annual Automotive Equipment Exposition Held 
at San Francisco Shows That There Is Keener Appre- 
ciation of Relationship Between Efficient Automotive 


QO NE of the outstanding features of 

the Second Annual Pacific Automo- 
tive Equipment Expositions which 
came to a successful close a few weeks 
ago was the vast amount of service 
equipment shown. Where it was possible 
this equipment was demonstrated in 
actual operation so that those dealers 
who came to the show. in search of new 
equipment for their service stations 
could see the machinery and tools to the 
best advantage. In other words, it was 
a live show and not merely a warehouse 
of uncrated stock. 

Every dealer who expects to make 
money in the automotive industry in the 
next few years reali®es that he must put 
his service on a paying basis and one 
way of doing this is to install the right 
kind of equipment. It is true that the 
house policy comes first, but no matter 
how willing an institution might be to 
give the best and most efficient service 
to its customers, little will be gained if 
there is not g@od equipment at hand 
with which to carry out the house policy. 


BETTER SERVICE FOLLOWS SALE 
OF EQUIPMENT 


- And so we find at most of the automo- 
bile shows this year, at the equipment 
shows and at the many private shows 
put on by jobbers like Reinhardt Bros, 
of Minneapolis, and The Faeth company 
of Kansas City, hosts of dealers and their 
service men looking over the various 
lines of equipment with a view towards 
betterment of service conditions. Re- 
ports from these shows have it that many 
sales are being made and sales of auto- 
motive equipment simply means the ren- 
dering of better service. 

From a merchandising standpoint the 
San Francisco show was a greater suc- 
cess than that held at Chicago some time 
ago. This is but natural since a show 
held at this time of the year is closer 
to the peak load of service in the spring 
and this is the time when many dealers 
want to do their buying. All exhibitors 
at the California show are emphatic in 
their declaration that there is a strong 
tendency towards a return to buying. 

Every niche of the great Auditorium 
was taken up with displays of automotive 
specialties, accessories, and devices of all 
descriptions, with extensive heavy ma- 
chinery, tool and miscellaneous mechani- 
cal exhibits scattered throughout the 
building. 4) 


Devices and Greater Sales 


At the Hudson-Bacon booth there was enabling him to operate the grinder for 


demonstrated a portable reboring ma- 
chine which rebores cylinders accurately 
and quickly and does not require a 
skilled mechanic to operate. Seventy 
per cent of open head engines can be 
rebored, without removing the block. 

The machine will rebore cylinders 
ranging from 2% to 5 in. inclusive, in 
diameter set by micrometer on any in- 
ternal combustion engine. 

It is a portable machine weighing only 
60 lb. It is driven by a 1/6-hp. lighting 
circuit motor with flexible cable. 

The machine has an automatic cutout 
which lets the cutting bar idle at the 
end of the stroke. It is also equipped 
with a variable speed feed ranging from 
15 to 120 cuts per inch. A special chart 
has been worked out which simplifies the 
setting of the cutting tool. The tool is 
set by a specially made micrometer, and 
the only experience necessary in oper- 
ating this machine is the ability to read 
the micrometer, 

At the booth of the Gilfillan Brothers, 
Inc., an interesting feature was a drill 
stand connected for use with a portable 
electric drill. The portable drill can be 
put in position in the drill stand or re- 
moved by the adjustment of four thumb 
nuts. s 

There was also shown an _ aerial 


grinder, which is provided with a special 
spring by means of which the grinder 
can be supported from the ceiling, which 
takes the weight off the operator, thereby 





The Norman-La Grange Co. exhibit 

showed a device for telling whether 

or not a battery has sufficient water 
by pressing the button 


long periods without becoming fatigued. 

At the booth of the Air Compressor & 
Equipment Co., there were a number of 
air compressors on exhibition, having 
many novel features, one of which is 
very important, and is called starting 
base or unloading base, which prevents 
the motor from starting against a load. 
The constant starting against load has 
been one of the biggest drawbacks to 
single stage compression, but by the use 
of the starting base all this is overcome, 
for the motor never starts against load. 
The starting base is, in reality, an auxili- 
ary tank and before the motor goes 
against the load the starting base must 
equalize the amount of pressure in the 
tank. This gives the motor the oppor- 
tunity to gradually pick up speed until 
it is called upon to carry the entire load 
of the compression. 


DEMONSTRATE NEW HIGH PRESSURE 
COMPRESSOR 


In addition the starting base acts as 
a filtering trap for the moisture in the 
free air that is drawn into the compres- 
sor and then forced into the line and 
for the oil that may possibly pass the 
piston rings. All of this is caught in 
the starting base-filtering trap assuring 
clean, dry air at all times. i 

Some of the other exceptional features 
of these compressors are the high and 
low oil filling gages that permit see- 
ing just the amount of oil in the crank- 
case. The fly fan flywheel assists: in 
the cooling of the cylinder, and valves 
of light and large area that are inspect- 
able without removing the head. A 
safety cage prevents possibility of valves 
dropping and wrecking the head. 

At the booth of the Rix Compressor 
Air & Drill Co. there was demonstrated 
a new vertical two stage air compressor, 
for high pressure garage service. 

It is mounted on steel I-beam frame 
and short belt drive to the motor, and 
has an idler to increase the traction and 
prevent the belt slipping and slapping. 
The unit has a two stage air cooled ver- 
tical compressor, size 4144 by 2% by 3%, 
and is designed for service ranging from 
150 lb. to 250 lb. pressure. The maxi- 
mum displacement is 19 cu. ft. of free 
air per minute 600 r.p.m. 

It is driven by a 5-hp. 3 phase, 220 volt 
A. C. motor. This compressor has 4 
splash lubrication, automatically regu- 
lated so that each part has proper oiling. 
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These Displays Tell the Story of Better Service Equipmnt 


Upper left—The booth of Gilfillan Brothers, Inc., showing the drill stand. 


Liberty air compressor. 


the parts going into the construction of the dolly. 
’ to a new self measuring grease pump. 


The Critz: Mfg. Co.’s exhibit consisted 
of actual demonstrations of a high pres- 
sure lubricator which is capable of pro- 
ducing 500 lb. pressure. This eliminates 
the use of all grease cups, thus doing 
away with the arduous task of filling 
them. The device enables every auto- 
mobile owner to thoroughly grease his 
own car. A gun filler is provided which 
makes it quicker and easier to fill the 
lubricator than filling one ordinary 
grease cup. 

Five hundred pounds pressure can be 
brought to bear by the turn of the wrist, 
which is sufficient to guarantee positive 
lubrication. This:pressure can be stored 
in the lubricator, without the gun leak- 
ing, and is’ automatically released only 
when. correct contact is made with 


lubrication nipples. The nozzle of the 
lubricator is so made that it may be 
adjusted at any angle. 

The entire lubricating system consists 
of the lubricator, nipples, which take the 
place of the ordinary grease or oil cup, 
elbows, nipple extensions and spring 
metal dust caps. 


DEVICE SHOWS WHEN BATTERY 


NEEDS WATER 


At ‘the exhibit. of Norman-La Grange 
Co. of: San Francisco there was’ exhibited 
‘a new\device that attraeted much atten- 
tion. By means. of this ‘device you can 
tell whether or,not the “battery has suf- 
ficient water by,simpl¥ pushing a button 


In the upper right is the exhibit of the 
Just in back of the Kimkin towing dolly (center) is a board on which are mounted all 
The arrow in the exhibit of the Auto Products (lower right) points 
The Hughson-Bacon boring machine is shown in the lower left 


—if the buzzer buzzes, the battery is 
safe; if not, it needs a supply of pure 
distilled water within 24 hours. As is 
well known lack of water is the.principal 
cause of battery trouble—this deyice is 
your danger signal. The push button is 
connected at the end of the seat and is 
visible whenever you open the car door 
and is a constant reminder of the needs 
of the battery. By pressing the button 
daily one can be-sure that there is suf- 
ficient water in the battery. 

The new Dow metal which 3 ty per 
cent pure magnesium, was on: bition. 
It has:a tensile strength of 3 
square inch in sand cast and 


to square inch in drop ancapeii Used as as 
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Battery Service on a Large Scale 
Conducted Electrically 


‘% The glad-hand welcomer who meets you at the door 


when you enter, gives you a service slip and directs you 
to a stall. You simply tell him what you believe your 
battery needs and before you have the engine turned 
off in the stall he has directed you to take, service men 
are there to test the battery. The man at the door pushes 
a button on the miniature switch board which in turn 
is recorded on the main annunciator board by a series 
of different colored lights. The battery men get their 
cyes from these lights ’ 


Picture of sales booth where prospects are shown defects 

in their worn out batteries if such there are and why it 

is not advisable to have it repaired. The old battery is 

taken apart in the rear and is pushed in through an 
opening in the side of the booth 


Battery repair department where batteries are made new 
if it is possible to so do by installing new plates or 
; insulation 


Elaborate Yet Efficient System of 

Lights Saves Time by Indicating Bat- 

tery Repairs Needed After Inspec- 
tion by Man at Door 


By ROY COMPTON 


ECENTLY A. J. Tobey, of the Western Auto Electric Corp., 

established a precedent in battery service by erecting 
neighborhood stations in various parts of Los Angeles, much 
after the fashion of the oil companies’ supply stations. The 
Western Auto Electric Corp. is distributor for Willard batter- 
ies and now has come forward with a new building and 
many innovations, The system is one of remarkable simplicity 
brought about through the application of electricity. 


The entire two-story structure of approximately 20,000 sq. ft. 
of floor space is devoted exclusively to automotive electric serv- 
ice. Probably the most impressive feature of the entire layout 
is the electric signaling devices. These are so complete that 
a deaf mute could drive a car into the place and have all 
necessary electric repairs made without indicating his wants 
in any way. 


It is easiest to make the entire arrangement understood by 
tracing the progress of a ear. The driver is met at the en- 
trance by an attendant who ascertains the requiremens or 
complaints. Suspended upon the wall is an immense board 
with squares numbered up to 82 and blank space for subse- 
quent additions as the need may develop. The numbers on this 
master board are duplicated on a smaller service board at the 
side of the attendant’s station and a twin board at the exit from 
the building. Each numbered square has three lights. All 
of the numbers on the boards correspond to the numbers of 
separate car stalls. The attendants take their cues from these 
lights. Red indicates the stall of that number is occupied by 
a car the battery of which is being tested. Amber light indi- 
cates a complete electric inspection is being made and green 
that the service has been completed and the stall is about to 
be vacated. 


The attendant at the entrance ascertains from the customer 


- what his desires are. Thereupon the customer is handed a 


service card. The attendant looks at his key board, ascertains 
where there is a vacant stall and flashes the proper color light 
to indicate the nature of the service wanted on the master 
board in a square that indicates to the customer the number 
of the stall he is to drive to. Inspectors and service men are 
awaiting the signal flash with their necessary equipment and 
tools on a wheeled work bench and as soon as the flash comes 
they approach the designated stall knowing instantly what 
they will be expected to do. If it should chance that all the 
service men-are busy at the time the,fact is indicated by a 
separate flash light that is extinguished as soon as one is re- 
leased for new duties. 


If the customer has told the first attendant that he desired 
a test of his battery and the tester learns there is electrical 
trouble of any kind or that the battery is so weak as to need 
recharging, he presses two buttons in the wall of the stall. 
This indicates on the master board by a green and amber light 
in the block numbered the same as the Stall the car is in. Two 
additional service men respond at once, One gives the entire 
electric system a thorough inspection and the other installs a 
service battery if the customer desires the use of his car and 
does not care to leave it while the battery is being recharged. 
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parking stall where the car remains until the battery is re- 
paired or recharged as the need may demand. 

Should the customer desire to be shown the cause of battery 
trouble or that the condition of his battery is such that repairs 
are necessary or that it is so bad that a new battery is needed, 
he is asked to take a seat in a nearby booth. These booths are 
numbered so that the service man knows the one to which the 
customer has gone. Immediately the battery is turned over to 
experts who disassemble it, empty it and wipe dry the parts. 
These are then passed into the booth from the service depart- 
ment through a sliding door. A salesman has accompanied the 
customer into the booth, an explanation is made of the defects 
and an order for repairs obtained from the owner. 

Battery users seldom know much about the “insides” of the 
instrument and always are interested in learning the causes 
for damage. These are explained by the salesmen. The sales- 
men also impart hints about the care of batteries. 

After the needs of the customer have been supplied he drives 
to the exit where there is another attendant waiting. The 
service card that was handed the customer when he came in 
is turned over to this man. He looks it over to see that all 
work ordered done has been checked off properly, notes if 
there is any charge and if it has been paid and dismisses the 

-customer with a smile. There is another miniature signal 
board near the exit, a duplicate of the master board, and the 
last attendant knows from it the service stall that was occu- 
pied and he presses a button which notifies the attendant at 
the entrance that that stall has been released. 

The battery repair department, the rebuilding department 
and the installation department of the Western Auto Electric 
Corp. are as complete as ingenuity has been able to make 
them. Daylight has been made available for as much of the 
work as requires it and white walls add to light betterment. 


Fixed-Price Repair Service Shows 
Increased Efficiency 


O know in advance what something that is to be bought 

will cost—whether it be labor or merchandise—is the 
dominating spirit of business today. The Sunset Motor Co., 
distributors of the Cadillac and Hupmobile, Seattle, have 
worked out a system whereby owners can bring their Cadillacs 
or Hupmobiles in for any character of repairs or adjustments 
and be told in advance just what the charges would be for the 
work done. 

The system has been found productive of splendid results. 
Not only have the customers of the organization expressed 
hearty approval of the plan but the efficiency of the mechanics 
has undeniably been greatly multiplied and the company has 
received some very valuable advertising, particularly by word 
of mouth. 

Since the inauguration of the “know-in-advance” system, Mr. 
Blain reports that there has been a marked increase in effi- 
ciency among the employes in his department. The mechanic 
does not necessarily know what the company has charged for 
the work to be done, as the charge is not on the “repair sheet” 
that goes to him. This information is not imparted to him 
because Mr. Blair declares that under no circumstances does 
he want any work “rushed.” 

Officers of the company declare that there can be no ques- 
tioning the fact that motorists will be inclined to give greater 
care to their cars if they may know in advance what charges 
will be made for repairs or adjustments. Not only does such 
a system satisfy their desire to be appraised of the charges 
before the job.is undertaken, but such a system removes such 
much of the suspicion, that mechanics working “on time” 
extend a job as long as possible. 

From a strictly individual viewpoint from the side of The 
Sunset Motor Co., the “know-in-advance” system serves to 
draw the owners of Cadillacs and Hupmobiles to the company 
for any service or repairs they may require. With experts 
thoroughly acquainted with the mechanical operations of these 
two makes on the staff the company feels that much better 
work will be done at a considerably less cost on these par- 
iicular- machines than could be obtained elsewhere, and that 
on the whole the reputation of the machines in general -will 
be more carefully preserved. 
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If the customer desires to leave the car, he is assigned to a 





Picture shows the equipment pushed around by every 

ignition expert at Tobey’s new battery service plant. On 

this push cart is carried every need for repair of igni- 

tion systems in the car, even to battery for testing pur- 

poses and electrical soldering outfit. No time is wasted by 
these experts in hunting for tools 





The main signalling bureau where the battery testers, 
chargers and ignition experts are directed. In the rear 
can be seen the recharging lines 





As the customer. leaves a man takes the service slip and 

presses a button on the same kind of miniature board 

which the man at the entrance operates thereby releas- 

ing that stall on the main annunciator board so that 

the man at the entrance will know it is free for service 
on another car 
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EFORE very 
B long the motor 
world will again 
be fired with the enthu- 
siasm that accompies 
each Hoosier Classic, 
the five hundred mile 
race held Decoration 
Day. The coming race will be the ninth. The race of 
‘last year proved to the satisfaction of the motor car 
world that the small engine was the equal of the large 
ones which had been used in previous races. Before 
last year’s race the piston displacements of the race car 
year’s race the piston displacements of the race car 
engines had been three hundred cubic engines and 
even larger engines had been used in the more distant 
past. 

Then came a rude awakening. The small engine, 
practically half the size of the engines used but a 
year before, accomplished the same in performance as 
its predecessors. Naturally the questions arise: Is 
it necessary to build such large engines in our tour- 
ing cars? Would it not be possible to achieve in the 
commercial end of the motor car business what has 
already been accomplished in the race car field? The 
answer is yes and no for both questions. There is no 
gainsaying the fact that the small car can be made to 
perform just as well as any large car. In fact, it is 
evident to many people who have tried both small and 
large cars on rough country roads that a well built 
small car will run circles around a large car, both in 
riding comfort and ability to get there. But there will 
always be people who will want the large car, simply 
because their requirements demand the more com- 
modiously constructed vehicle. 

However, the powerplant in the large car will be 
competed with more and more strenuously by the 
smaller engine as time goes on. The only drawback 
that a small engine would have in a large car would 
be the frequent gearshifting that would be necessary, 
but this can be overcome by an efficient transmission 
easily shifted from any ratio to another. Then with 
a small efficient engine, being economical of fuel, 
designed from all the important data collected from 
the races which have been and will be run on the 
greatest race course of the world we will truly take 
a gigantic progressive step in motor car construction. 


ae # 


THE SMALL 
RACING 
ENGINE 


HE biggest problem 

before the service 

industry today is 
that of producing satis- 
fied customers. Very 
few if any industrial in- 
stitutions have to write 
off the books annually 
the amount the service business does as a result of dis- 
satisfied customers ‘who., refuse to pay their bills. The 
loss so occasioned is very large if known exactly and 


SELL THE 
CAR OWNER 
SATISFACTION 


would stagger the fertile imagination of those so minded. 
There is a cause for the dissatisfaction of the car owner 
and this cause may be found in the incorrect method 
applied to the selling of the service. 

The most natural inquiry of one about to buy is what 
will it cost. If the price is high the customer pauses 
until the seller clarifies the situation with a well thought 
out arguments The explanation made, the customer be- 
comes satisfied that there is ample justification for the 
price of the article. In other words he has been sold. 
There in a nutshell is the story. 

The country over there is a lack of common under- 
standing between the service man and his’ customer 
and if this feeling of distrust on the part of the car 
owner can be removed and in its place substituted the 
fellow feeling of confidence in a square deal outcome 
then and not until then will our service business be 
placed on a common level with other forms of busi- 
ness enterprise. The means by which we are to effect 
a mutual confidential feeling between service and its 
clientele is the method of selling. Before we start to 
sell service we must know what it costs and having 
determined its cost we may then sell it intelligently. 

A man must not be told that the price for grinding 
valves is $12 and later be presented with a bill for $20 
and in explanation be told that the labor cost necessi- 
tated the extra $8 charge. It is the task of the person 
who makes the contract with the car owner to satisfy 
him completely through intelligent salesmanship that the 
quoted price, be it high or low, is justifiable. Then the 
price quoted must be the price billed. Some go further 
by way of creating still more satisfaction by making the 
price quoted a maximum estimate and the billed price 
will be no more than the estimated and probably less 
under such a plan. The car owner knows what to ex- 
pect and he is satisfied with the results. 


Now is the time when almost everyone is thinking 
about daylight saving. The more daylight there is 
the more motoring there is and the more motoring 
there is the more business will come to the trade. 
Some action doubtless will be taken by Congress this 
year on the question of making an arrangement 
whereby daylight saving can be country-wide. Organ- 
izations affiliated with the industry have been able to 
accomplish results in their municipalities but these 
results have been purely local. Everybody in the in- 
dustry profits through adding an hour to the workday 
in the morning and subtracting it in the afternoon. 


A motor car salesman ignorant of things mechan- 
ical but well versed in the phraseology of beauty of 
line and comfortable cushions was heard to say the 
other day when talking of a car with a wonderful new 
valve action, that the engine had overhead valves. 
The prospective customer was curious to learn of the 
new valve action, but when merely told that the 
engine had overhead valves he was heard to say that 
it was no different from his present engine and thereby 
guessed he wasn’t interested. 
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Likely to Adopt Tax Program 


Unless Determined Stand Is Taken by Industry Hous- 
ton Bill Will Pass Congress—N. A. C. C. Favors One 
Per Cent Levy on Retail Sales 


EW YORK, Feb. 19—Efforts are 
| \ being made to bring together all 

branches of the automotive in- 
dustry for concerted action in opposition 
to proposals for levying additional Fed- 
eral taxes on motor vehicles. The im- 
pression has gained ground here that 
there was little probability of serious 
consideration being given by Congress 
to the proposals made by Secretary of 
the Treasury Houston along this line 
but it is becoming evident that an addi- 
tional burden will be placed upon the 
industry unless there is a determined 
stand against having the automotive 
industry made the taxation goat. 


The tax committee of* the National 
Automobile Chamber of Commerce al- 
ready has evolved a plan for presenta- 
tion to the ways and means committee 
of the House at the special session which 
probably will be called for March 14. 
Taxation will be the most important 
question considered at that session and 
the hearings on this subject probably 
will begin in April. The recommenda- 
tions of the N. A. C. C. were made after 
consultation by the committee with 
financiers and economic experts. The 
program outlined calls for relentless 
handling of the pruning knife in govern- 
ment expenditures and points out ways 
in which $1,000,000 could be saved. The 
committee contends that if this amount 
were eliminated from government ex- 
penditures, no additional taxation would 
be necessary, but if further funds were 
required, they should be obtained by a 
tax of 1 per cent on all retail sales. 


MOST ORGANIZATIONS FAVOR SOME 
SALES TAX 


This program has not been approved 
by any other automotive organization 
although nearly all of them are in favor 
of some kind of a sales tax. It is the 
plan of the N. A. C. C. however, to ask 
every chamber of commerce in the United 
States to endorse the plan it has formu- 
lated or propose a program of its own 
and every effort will be made to arouse 
sentiment in favor of a sales tax. This 
form of taxation already has been com- 
mended by various organizations as well 
as by prominent bankers and economists. 
The chief objection to it is that it would 
be paid by the ultimate consumer and 
many unscrupulous dealers would use 
the excuse of a 1 per cent tax to add 
several times that amount to retail 
prices. This consideration may weigh 
heavily -with Congress because of the 
political dynamite it contains. 


Cc. C. Hanch,.chairman of the N. A. 








Where $290,000,000 
From Industry Is to 
Be Obtained 


These are the tax recommenda- 
tions made by Secretary Houston 
which are of special interest to the 
automotive industry: 

1. Increase of the sales tax from 
5 per cent to 10 per cent, which it is 
estimated will make an increase of 
$100,000,000. 

2. A Federal license of cars based 
on 50 per cent per hp., $100,000,000. 

3. A consumption tax on gasoline 
at 2 cents per gallon, $90,000,000. 

4. The truck sales tax will be con- 
tinued at 3 per cent, despite efforts 
to have it eliminated. 

New taxes from industry, $290,- 
000,000. 








C. C. tax committee and former general 
manager of the Maxwell Motor Co. who 
has been devoting much of his time to 
the formulation of the tax program, ex- 
pects to spend several days consulting 
with representatives of other automotive 
organizations concerning their tax ideas. 
Mr. Hanch and his committee have not 
determined whether protest against ad- 
ditional taxes on automobiles would 
carry greater weight at Washington if 
they were presented by the industry as 
a whole or by each organization sepa- 
rately on a different hearing date. No 
decision has been reached as to who 
will make the argument for the N. A. 
C. C. before the ways and means com- 
mittee. Some members of the tax com- 
mittee feel it should be presented by an 
expert on economics rather than by a 
lawyer. 

Directors of the Motor & Accessory 
Manufacturers Association will consider 
the tax question at a meeting here and it 
is probable a special committee will be 
appointed to take up the question. Senti- 
ment in this organization is in favor of 
some sort of sales tax. M. L. Heminway, 
general manager, feels that concerted 
action should be taken by the industry 
against such a menace as heavier Federal 
taxes. He is willing to go to any reason- 
able length to bring about such action. 

The tax committee of the Rubber Asso- 
ciation of America also is committed to 
a sales tax but on a somewhat different 
basis from that proposed by the N. A. C. C. 


A. L. Viles, the general manager, is firmly 
convinced that arguments in Washington 
will carry much greater weight if they 
come from the industry as a whole rather 
than from different branches of it. 

The National Automobile Dealers Asso- 
ciation adopted a resolution at its recent 
convention in Chicago declaring that it 
was in complete accord with the program 
of the N. A. C. C. calling for the reduc- 
tion of war time expenditures by the 
Federal government and a return of the 
government to normal. Harry G. Moock, 
the general manager, says the two asso- 
ciations will work in complete harmony 
on the question of policy. He has under 
contemplation a plan whereby the deal- 
ers appoint a tax committee to meet the 
tax committee of the N. A. C. C. and learn 
how the two associations can work 
together. 

The American Automobile Association 
is expected to stand with the N. A. C. C. 
on the tax question. It is probable a 
conference of representatives of various 
organizations will be held in the near fu- 
ture to discuss the possibility of united 
action. It is not known whether the 
N. A. C. C. would be willing to modify 
its program if it does not meet with the 
entire approval of the other organiza- 
tions. It has been suggested that the 
motor: vehicle conference committee or 
a similar organization representing all 
branches of the industry might be used 
in future to map out action on questions 
which involve the industry as a whole. 


NO REVISION, WASHINGTON SAYS, 
UNLESS THERE IS MARKED CHANGE 
IN HOUSE AND SENATE SENTIMENT 


ASHINGTON, Feb. 17—Thorough 
inquiry into the attitude of Con- 
gressional leaders toward the tax prob- . 
lems of the automotive industry indicates 
strongly that unless there is a marked 
change of sentiment, a major portion of 
Secretary of the Treasury Houston’s 
plan for additional taxes will be accepted 
without appreciable revision. Sounding 
out sentiment of Senators and committee 
leaders of the House revealed an unmis- 
takable tendency to impose a tax which 
would check purchases of automobiles by 
individuals of small means. There are 
legislators who believe that imposition 
of additional taxes on motor cars would 
put the brakes on inflation which, they 
claim, is brought about by hundreds of 
thousands who buy cars on credit and 
cannot afford it. 
.These statements are based on. per- 
sonal opinions of Congressional leaders 
(Concluded on page 26) 
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Show to Help Sioux City Out 


of Deep Business Depression 


Farm Product Price Decline With 
Other Factors Has Taken 
Farmer Out of Market 


IOUX CITY, IA., Feb. 21—The first 

show of automobile, truck, tractor 
and accessory dealers which has been 
held here in four years is expected to 
bring back a business which has seen no 
life in it since the Ford cut in prices and 
in which there have been practically no 
sales since the tightening of bank credits 
began last April. 


It seems incredible that this richest 
agricultural center of the country, mar- 
keting point for a large area of wonder- 
fully fertile lands in Iowa, Nebraska 
and South Dakota, could have suffered 
such a business depression, but it has. 
The trouble lies in the sharp decliue of 
farm produce prices, weakening the 
farmer’s buying power and creating a 
resentment against the slower trend 
downward of other prices which has 
virtually taken the farmer out of the 
market; and in the withdrawal from this 
territory of millions of dollars which the 
overprosperous farmers, merchants and 
wage earners—and even some of the 
bankers—invested during the boom 
period in stocks which are now worth- 
less, or nearly so. There were some 
local promotions which absorbed huge 
sums of local capital, for instance a 
packing plant which is now in receiver’s 
hands, but much of the money invested 
in securities whose promoters promised 
big dividends has gene east or west with 
the promoters, who lost little time in 
seeking climes which would be healthier 
—for them. The money is gone—$200,- 
000,000 from Iowa alone, it is said here— 
and another harvest will have to be 
marketed before anything like normal 
conditions can prevail. 

There is prospect of some improve- 
ment in the situation after March 1, 
when banks generally are calling farm- 
ers’ loans long overdue, thus forcing the 
agricultural community to disgorge last 
year’s and even some of the 1919 crops 
stubbornly held in hope of higher prices. 
The crop liquidation movement is now 
under way, proceeding about as fast as 
the elevator men can handle it, and it 
is on this break in the tight money wall 
that the automotive men are pinning 
their faith—and holding a show to 
exhibit their faith to the community. 


Ready for Second Round in 
Fight Against Truck Limits 


Youngstown, Feb. 18—Scoring a par- 
tial victory in suits against the Mahoning 
county commissioners, in a fight to pre- 
vent restriction of heavy duty truck 
operations, attorneys for the Youngs- 
town Automobile Dealers’ Association, 
this week obtained from the appellate 
court a temporary restraining order, 
preventing: the commissioners from en- 
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forcing their bridge weight limitations. 

Judge Dahl B. Cooper in common pleas 
court this week dissolved a temporary 
injunction which he had granted three 
weeks ago. In raising the bar, Judge 
Cooper’s decision supports the rights of 
the county commissioners to limit the 
bridge weight capacities, and bases this 
ruling on his interpretation of statutes 
that such action could be taken to safe- 
guard life and property, but that such 
action could be effective only for a “rea- 
sonable time” in which to carry out 
repairs and reconstruction. It is the 
contention of the association that a “rea- 
sonable time” has already elapsed and, 
in the appeal, presented the complaint 
that no action has been taken since last 
September to repair and strengthen the 
bridges. 


Attacks Maxwell Motor Plan; 


Asks for Naming of Receiver 


Wilmington, Feb. 21—Charles J. True, 
an Illinois stockholder, has filed a bill 
in the United States District Court here 
asking for an injunction against putting 
into effect the proposed reorganization 
and merger plan affecting the Maxwell 
and Chalmers motor companies and for 
the appointment of a receiver for the 
Maxwell Motor Co. 

In his petition he states that he is the 
owner of 400 shares of first preferred 
stock in the company and he objects to 
the proposed plan of reorganization of 
the two companies, on the ground that 
it makes an unjust distribution of new 
stock to the banking syndicate financing 
the reorganization and to others than 
holders of Maxwell first preferred: stock. 
He further charges that the Maxwell 
stockholders have not been given an 
opportunity to vote on the reorganization 
plan. 

A subpoena has been issued on .the 
defendant company returnable March 7. 





TOO MANY FOR DETROIT SHOW 

Detroit, Feb. 19—Manager H. H. 
Shuart of the Detroit Auto Dealers As- 
sociation today began returning checks to 
exhibitors who cannot be accommodated 
at the annual show beginning March 19. 
In spite of the fact that 150,000 sq. ft. 
of floor space was available it was sold 
out within a week after the drawings. 
Requests for space and enthusiasm 
presage the greatest event in the history 
of the association. 

MILLER LEAVES ALLEN MOTORS 

Columbus, Feb. 19—Effective February 
15th, C. R. Miller resigned as general 
manager of the AHen Motor Co. after 
having served in that capacity since the 
removal of the company from Fostoria 
to Columbus. Previous to that time he 
was works manager at the Willys-Over- 
land. From 1900 to 1918 Mr. Miller was 
with the Miami Cycle & Manufacturing 
Co., rising from foreman to general 
manager. It was this success that at- 
tracted the attention of John N. Willys 
and resulted in his association with Mr. 
Willys in 1918. Mr. Miller has not an- 
nounced: his future intentions. 
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Intensified Sales Efforts Are 
Bringing Results in New York 


Largest Sales in Medium Priced 
Cars—Marked Increase in Open 
Job Demand 


EW YORK, Feb. 19—More motor cars 
were sold in New York during the 
past week than in any similar period in 
several months. The decidedly upward 
trend of the market -is not confined to 
any particular car, or class of cars. The 
return to buying has been general and 
for the first time in many weeks there 
is a distinct demand for cars that is 
evidencing itself in many ways. Not the 
least among these evidences is the pres- 
ence in the salesrooms of the type of 
prospect who walks in and asks ques- 
tions. 

In some of the salesrooms where these 
visitors have been closely questioned, it 
was revealed that they are in most cases 
people who have had the money to buy 
and who have decided not to wait any 
longer for further price reductions, It 
is an indication that price, as a sales 
resistance factor, is disappearing and 
that that part of the public that has 
been holding off because of price con- 
sideration is reacting favorably to the 
intensified sales effort that has charac- 
terized motor car merchandising in all 
of the large eastern distribution centers 
for several weeks past. 

The largest sales increase was made 
in the medium price class. Three deal- 
ers in this class reported sales for the 
first 18 days of February as 10 to 33 
per cent above that of the same period 
in 1920. There also was an appreciable 
increase in the demand for the higher 
priced cars. In this class, as well as in 
the medium priced car class, there was 
a marked increase in the demand for 
open jobs. Early spring delivery orders 
in open jobs in the higher priced cars 
was particularly noticeable. 


Rise in Registration Costs 


Is Proposed in Connecticut 


Hartford, Conn., Feb. 21—Truck deal- 
ers and users are opposed to the pro- 
posed changes in the state automobile 
law which will call for a decided advance 
in the cost of registrations. Highway 
Commissioner Charles J. Benneit is 
largely responsible for these proposed 
changes and he deems them as abso- 
lutely essential to maintain the roads of 
the state. 

Ever since the state department of 
motor vehicles was inaugurated, regis- 
tration fees have been based on horse 
power use being made of the A. L. A. M. 


formula which did not of course take 


into account the stroke of the engine. 
There is under advisement a plan of 
taxing all passenger cars on the basis of 
piston displacement. A suggestion has 
also been made that taxation be on the 
basis of weight. A Ford weighing 1,870 
pounds fully equipped would be regis- 
tered as one ton. 
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Philadelphia Tire Dealers 
Find Business Satisfactory 





Stocks Reported to Be Moving at 
Normal Rate—No Boom in 
Spring Anticipated 


HILADELPHIA, Feb. 21—Automobile 
tires are now in especially strong de- 
mand in the Philadelphia territory and 
local dealers are reporting very satis- 
factory business. The recent depression 
has about disappeared and stocks are 
moving throughout the district at a nor- 
mal rate. The winter has been a notably 
open one, even for Philadelphia, and 
while dealers do not look for a boom in 
the spring, they have reason to expect, 
they say, a constantly increasing de- 
mand for both passenger car and truck 
tires, especially pneumatic truck tires. 
The Pennsylvania Rubber Co. reports 
that its factory is operating at full ca- 
pacity and it is selling its full output 
rapidly. No difficulty is expected in con- 
tinuing business on a constantly growing 
basis. 


R. L. Warren, local salesmanager of 
the Fiske Rubber Co., says: “The tire 
business has come out of the slump in 
first class condition. Business is good 
and we have many orders ahead.” 

The Firestone Tire & Rubber Co. re- 
ports that its factory is not operating at 
capacity output but is doing a very fair 
business at this time. The company is 
operating on an immediate delivery basis, 
according to the local office. No orders 
are being received for future delivery. 
The Firestone company has found the 
passenger car tire business in Philadel- 
phia much more active than the truck 
tire business, due, apparently, to the fact 
that the use of passenger cars has been 
fairly constant, while trucking depends 
on industrial activities. The present de- 
pression in the textile market in the 
Philadelphia district has decreased the 
use of trucks here to a considerable ex- 
tent, with a consequent falling off in 
orders for tires, but a growing demand is 
confidently expected for spring. 

Officials of the local office of the Good- 
year Tire & Rubber Co. say that condi- 
tions are improving. The factory, it is 
reported, has small stocks on hand and 
is operating on an immediate delivery 
basis. 


No Shut Down for Briscoe; 
12,000 Cars Year’s Schedule 


Detroit, Feb. 19—Waring Sherwood, 
advertising manager of the Briscoe 
Motor Co. at Jackson, in reply to rumors 
that the plant was about to shut down, 
has authorized the statement that 
Briscoe is rapidly getting to normal 
production, and expects to reach that 
point by April 1. 

“Our plant has not been shut down at 
all,” said Mr. Sherwood. “We have 
never at any time had less than 500 men 
working, and Monday we put on 40 addi- 
tional men. We are building from 15 to 
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20 cars a day, and plan to increase our 
force and output steadily until by April 
1 we expect to be turning out 50 cars 
a day. We have outlined a schedule of 
12,000 Briscoes for 1921 and have every 
reason to believe we will carry out that 
schedule. There is every indication of 
good spring and summer business, and 
our actual sales before, during and since 
the National shows convince us that the 
automobile business rapidly is on the up- 
grade. Everything points to splendid 
business throughout the year.” 


Garage Owners in Minnesota 
Organize Following Trade Week 


Minneapolis, Feb. 19—Meeting under 
the auspices of the Northwest Auto & 
Trade Association, 200 delegates repre- 
senting some 600 Minnesota garagemen 
have formed the Garage Owners’ Associa- 
tion of Minnesota. This new organization 
is one of the direct consequences of busi- 
ness revival manifested in Trade Week 
held in connection with the fourteenth 
annual Minneapolis Automobile Show. 


W. R. Vashro, president of the Minne- 
apolis Garage Owners’ Association, was 
elected president of the new state as- 
sociation. The following were elected 
vice-presidents: D. C. Henderson, Niss- 
wa; George Murphy, St. Paul; E. J. Filia- 
trault, Duluth; C. C. Case, Rochester; C. 
E. Morse, Detroit; and Otto Biercamp, 
Luverne. L. G. Wilcox, Minneapolis, and 
W. J. Potts, Minneapolis, were elected 
secretary and treasurer, respectively. 





International Abrasive Corp. 


Taken Over by N. C. Harrison 


Boston, Feb. 21—Nathan C. Harrison, 
who has been president of the Interna- 
tional Abrasive Corp., has taken over 
control of the company and an entirely 
new board of directors has been elected. 
The corporation now owns the Harrison 
Supply Co. of Boston; the National 
Abrasive Co. of Amesbury, Mass., and 
Niagara Falls, Ontario; The Superior 
Corundum Wheel Co. of Waltham, Mass., 
and the Dominion Abrasive Wheel Co. of 
Mimico, Ontario. 
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Former Reserve Board Member 
Preaches Optimism to Dealers 


H. A. Moelenpah of Milwaukee Says 
There Is no Excuse for “Crepe 
Hangers”’ 








REEN BAY, Wis., Feb. 21—Taking 

advantage of the important occasion 
provided by the holding of the first an- 
nual Industrial Exposition conducted by 
the jobbers’ division of the Green Bay 
Association of Commerce during the past 
week, the motor car dealers of Green 
Bay invited all dealers in northeastern 
Wisconsin and upper Michigan to a trade 
conference at the Brown County court- 
house here. The principal speakers were 
H. A. Moehlenpah of Milwaukee, former 
member of the Federal Reserve Board, 
and A. H. Kroh of the Goodyear Tire & 
Rubber Co. 


Optimism Needed 


“Optimism among business men is 
vital at this time,” said Mr. Moehlenpah. 
“There are altogether too many ‘crepe- 
hangers’ getting in their work. We are 
on the eve of the greatest era of prosper- 
ity we have ever experienced. Conditions 
already are beginning to become adjusted 
to that end. These are not fulsome 
words, spoken to create an artificial 
sentiment. The prediction is backed by 
absolute fact which any one who will 
take the trouble to analyze cannot help 
but discern. The people of this country 
have a tremendous buying power that 
has been accumulating during the period 
of the so-called buyers’ boycott. When 
the flood of gold now held in reserve is 
loosed, there is bound to be the most re- 
markable revival of business in all our 
experience. 

“To release this flood, we must help 
get back to normal prices, which are 
predicated upon normal costs. That time 
is not far off. You can advance the day 
by going home from here and carrying 
the message with you that the return to 
normalcy is coming. Act as cheer lead- 
ers and do your part!” 


A Show That Brought Optimism to Dealers 








The fourteenth annual automobile show held at St. Louis further confirmed the 


conclusion arrived at from shows in other cities that buyers had returned. 


In the 


first three days sales aggregating more than $75,000 were made 
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Good Roads Meeting Follows 
Automobile Show in Chicago 


Plenty of Money for Improvements 
—Question Is How to Spend 
it Wisely 


HICAGO, Feb. 19—Scarcely. had the 

doors of the Coliseum closed on the 
national automobile show than they 
swung open on the eleventh American 
Good Roads Congress, the eighteenth an- 
nual convention of the American Road 
Builders’ Association and the twelfth 
National Good Roads Show. Some 
dealers who attended the automobile 
exhibit remained over, so intimate is the 
relationship between good roads ancl the 
industry, and the Chicago Automobile 
Trade Association interested itself in 
helping to entertain the visiting good 
roads delegates. 

The question which confronts the road 
builder, it was shown from the. discus- 
sions, is not where to get the money for 
improvements but how wisely he can 
spend it. It is realized that with the 
changed traffic conditions greater study 
should be given to the character of roads 
to be built and the kind of maintenance 
to be given those highways already con- 
structed. There is a feeling that main- 
tenance should be kept at 100 per cent 
regardless of the new mileage contem- 
plated. 

Immediate construction on road work 
was urged. The discussion of sub grades 
was one of the most important on the 
program, 


Plenty of Money 


In speaking of the big program 
planned, Thomas H. McDonald, chief of 
the United States Bureau of Public 


Roads, said that “Just now we have 
literally a pocketful of money. Funds 
have been made available in large 


amounts by the Federal government, the 
states, the counties and even smaller dis- 
tricts which have accumulated because 
of non-expenditure. The earning ca- 
pacity of our roads must be demon- 
strated, however, for we should not be 
hypnotized into the belief that this con- 
dition will continue to exist.” 

The fundamental engineering problem, 
Mr. MacDonald stated, was the inter- 
relation of the motor truck and the road. 


“There is no doubt,” he said, “that the 
design of motor trucks has been treated 
largely from the mechanical considera- 
tion of the construction of the vehicle 
itself. The development of these vehicles 
has taken place so rapidly that the adap- 
tion of the vehicle to the roadways over 
which it is to be operated has been seri- 
ously neglected. On the other hand, the 
highway engineer is forced to give some 
consideration, in his design of modern 
highways, to the vehicles which are to 
be operated over them, and it is now 
time that the inter-relationship of the 
design of highways and the design of 
motor vehicles be recognized as a funda- 
mental engineering problem without 
which the development of neither can go 
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forward in a manner that will bring to 
the public the greatest service from that 
combination.” 

The Good Roads Show which occupied 
the major part of the Coliseum was 
given over to the display of road build- 
ing machinery, with a large number of 
trucks placed on view. Most of these 
exhibits were of a moving character, 
films being shown where the machines 
themselves were not in operation. 


Outline of Good | Roads Plans 
Made to Missouri Law Makers 


St. Louis, Feb. 19—The Missouri Good 
Roads Federation at Jefferson City has 
outlined its program of suggestions to 
the general state assembly which it be- 
lieves will be incorporated in the legis- 
lation enacted to carry out the pro- 
visions of the $60,000,000 road bond issue, 
adopted through a constitutional amend- 
ment in November. 

The outstanding suggestion of the 
Federation, which carried on the cam- 
paign that resulted in the voting of the 
bonds, is that it stands for the construc- 
tion of a connected, continuous state 
highway system to be constructed during 
a 10-year period to cover each county in 
the state. 





NEW GARAGE LIEN BILL 


Springfield, Ill., Feb. 21—To take the 
place of the garage lien law declared un- 
constitutional by the Supreme Court of 
Illinois, there has been introduced in the 
state Senate a bill “for the better pro- 
tection of any person, firm or corporation 
expending labor, skill or materials upon, 
or furnishing storage for, any chattel, 
creating a lien upon such chattel, and 
providing for the enforcement of such 
lien.” This measure has been prepared 
after a wide study of lien laws in opera- 
tion in other states and has incorporated 
in it all the best qualities and important 
provisions of other state laws. 
been prepared under the direction of the 
Chicago Garage Owners’ Association. 


REYNOLDS TRUCK DISSOLVED 

Mt. Clemens, Mich., Feb. 18—The Cir- 
cuit Court of Macomb county has signed 
an order dissolving the Reynolds Motor 
Truck Co. and appointing Charles J. 
Reimold - permanent. receiver under a 
bond of $75,000. A request by a creditors’ 
committee for the appointment of a joint 
receiver as their representative was de- 
nied. The creditors’ committee now is 
considering the advisability of filing an 
involuntary petition in bankruptcy. 


RECEIVER FOR WIZARD 


Charlotte, N. C., Feb. 18—C. J. Bragg 
has been appointed receiver for the 
Wizard Automobile Co., Inc., by Judge 
Harding in the Superior Court here. 
The advertising of the company was con- 
demned recently by the national vigilance 
committee of the Advertising Clubs of 
the World, which declared that the 
Wizard company had claimed enormous 
dividends before it had built a single 
car. 





It has © 
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Sixty-six Trucks Returned 
from France Sold at Auction 


Consignment. Disposed of in Brook- 
lyn Consists of Products Bought 
by French Government 


ROOKLYN Feb. 10—Sixty-six trucks 

including Packards, Macks, Pierce- 
Arrows, Whites and Rikers, originally 
bought by the French Government and 
shipped to France and recently returned 
to this country, were sold at public 
auction at the L. & F. garage here by 
Samuel T. Freeman & Co., Philadelphia 
auctioneers. All of the trucks were 
fitted with standard army types of bodies. 
All of the trucks had seen some service 
although some few had been driven less 
than 500 miles according to the speedom- 
eter readings and the appearance of the 
tires. The trucks had been on public 
exhibition out in the open for three days 
preceding the sale. 

The consignment consisted of ten 2- 
ton White; ten 2-ton Packards and five 
3-tonners; sixteen 4-ton Rikers; five 5- 
ton Pierce-Arrows and five 2-tonners and 
15 514-ton Macks, all with cabs. 

All of the trucks were bought “as is.” 
Two of the 2-ton Whites, all of which 
were of 1918 models, were bought in at 
$1300 and $1325 respectively by indi- 
vidual buyers with the remaining eight 
apparently bought in by an insider at 
$900 each. The 1918 list price of these 
trucks without bodies was $3300. 

The 2-ton Packards, some of which 
were equipped with generators for elec- 
tric lighting, which listed at $3200 in 
the chassis, were sold for a total of 
$13,200 or at an average of $1320. The 
lowest selling bid was $1225 and the 
highest $1400. All of these Packards 
were bought by individual users whose 
business included shoes, chemical works, 
general trucking, iron dealer, farmer, 
builder, granite dealer, butcher and dye 
business. The five 3-ton Packards which 
originally listed at $3900, went for $10,850 
or an average of $2170. The lowest sell- 
ing bid was $2125 and the highest $2275. 

The first two of the 4-ton Riker trucks 
which originally listed at $4050, went for 
$2050 and $1150 respectively. The bal- 
ance sold for $850 each. 

Three of the 5-ton Pierce-Arrows 
which listed at $5000 in the chassis, went 
respectively for $2225, $2250 and $2100. 
Two others went for $1700 each. The 
first two of the five 2-ton Pierce-Arrows, 
originally listed at $3300, went for $1400 
and $1325 respectively and the remain- 
ing three models at $1200 each. 

The first of the 514-ton Macks, which 
listed at $4750 in the chassis, went for 
$2450. 


NEW MERCEDES IN A MONTH 

Chicago, Feb..10—The new six-cylinder 
Mercedes car is. expected to arrive in 
this country in the next thirty days. It 
will sell for $10,500, chassis complete, 
and will be handled in the Chicago terri- 
tory by the Mercedes Agency, 30 North 
Michigan Boulevard. 
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Army Will Dispose of 29,000 
Vehicles at Government Camps 


Protests of Dealers and Chambers of 
Commerce Do Not Deter De- 
partment’s Plans 


ASHINGTON, Feb. 18—Orders have 

been issued to all Army depart- 
ments to dispose of their surplus auto- 
motive equipment which officially esti- 
mated will amount to approximately 
29,000 unserviceable vehicles. A _ sales 
campaign inaugurated at Camp Holabird, 
Baltimore, this week will be nation wide 
though the vehicles will be concentrated 
at the four camps now under supervision 
of the Motor Transport Corps. 


Unofficial ‘though apparently authentic 
information to the effect that general 
orders call for the disposal of all ve- 
hicular equipment retaining only 30,000 
vehicles in this country, insular posses- 
sions and in Europe was denied at the 
War Department today. . 


This unheralded movement on the part 
of the Army has resulted in protests to 
Congress and the secretary of war from 
automobile dealers’ associations and 
chambers of commerce. The War Depart- 
ment has taken little cognizance of the 
protests from business men and it is said 
will continue the program of selling 29,- 
000 automobiles, trucks, motorcycles, 
tractors and bicycles. 


Physically all this material is now un- 
serviceable, the War Department advised 
Moror AGE today, and because of the large 
sums required to put the stock in service 
they point out that it will have little 
effect on regular dealers and will boom 
business for garages and dealers selling 
accessories. Dealers, however, contend 
that the net result of this flood of ve- 
hicles will be disastrous because the 
prospects for new vehicles will take ad- 
vantage of the ridiculously low prices ac- 
cepted by the Army and take a chance on 
a small repair bill. 

Motor AGE was informed today that 
inquiry undertaken by the inspector 
general under orders from the secretary 
of war brought: out some startling facts. 
It is claimed that two unlisted ware- 
houses were discovered near Newport 
News which contained several hundred 
uncrated automobiles, trucks and ambul- 
ance bodies which have been stored with 
the view to easy loading when needed in 
France. These are deteriorating rapidly 
owing to climatic changes but it is aver- 
red that the majority of this lot is ready 
for service after slight repairs. Officials 
of the Motor Transport Corps refused to 
confirm this statement. 


—— 


A Legislator Proposes to 
Reduce State License Fees 


Davenport, Feb. 19—Considerable re- 
duction in state automobile fees and 
radical changes in the present licensing 
law would be effected by adoption of a 
bill presented by Senator J. L. Burk- 
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hart in the Iowa legislature repealing 
the current statute. 


Important provisions of his bill would 
be permanent number plates with date 
plates for each year, licensing of all cars 
for twelve months from date of license, 
fee based upon cost of year with reduc- 
tions each year for depreciation and 
granting each county all license fees col- 
lected from that county. 


A similar bill fostered by him two 
years ago was sidetracked in favor of 
the present measure which came out as 
a committee bill. 








Seven Salesmen Go 
Out After Business 
and Get It 


IRMINGHAM, Ala., Feb. 21—A 

new record for this section of the 
country at this time of the year, espe- 
cially considering the fact that the 
automotive industry is but just 
emerging from a long period of inac- 
tivity, was recently established by the 
Brownell Auto Co., Dodge Brothers 
distributors in this territory. 

The company employs seven retail 
salesmen. Deciding to GET BACK 
TO BUSINESS on a really worth- 
while scale if it were possible to do 
so, the company’s salesmen went out 
and worked almost night and day to 
sell Dodge Brothers motor cars.. On 
Saturday at the end of a week’s effort 
the various sales that were in the 
process of consummation “came to a 
head” as it were, and on that day 
seven Dodge Brothers motor cars 
were sold. It is interesting to note, 
too, that the sales were evenly 
divided, each of the seven salesmen 
completing one sale on that Saturday. 
Dealers of the section are inclined to 
believe this is a record, even in pros- 
perous times. At any rate it appears 
to evidence the early return to 
normalcy. 








Open Attitude on Guarantee of 
Prices Is Taken by Commission 


Washington, Feb. 21—Economic read- 
justment has forced the Federal Trade 
Commission to adopt an open attitude in 
regard to guarantee against price decline 
in business. The Commission announces 
that it would consider the merits of the 
practice in specific cases rather than 
consider the subject in a general way. 
The subject. of price decline guarantees 
is especially pertinent at this time to 
the automobile trade. 


The Commission found that so many 
complaints have been received relative to 
the practice of manufacturers guarantee- 
ing commodities in the hands of whole- 
salers, against the decline in price that 
an inquiry showed the impossibility of 
dealing with the matter in its broad as- 
pects. The Commission will consider 
the legality of each case and its effect 
on business. 
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Upward Move in Car and Truck 
Sales Seen by Manufacturers 
Muskegon Plant of Continental 


Motors, Builders of Engines 
for Trucks, Reopens 





ETROIT, Feb. 17—Optimism which 

was engendered by enthusiasm at 
the National shows and which was dis- 
counted -to some extent by more con- 
servative manufacturers who attributed 
it solely to stimulation of the exhibitions, 
has cropped out anew this week as the 
result of actual sales recorded and or- 
ders to parts manufacturers. A sharp 
upward trend is noticeable, and this 
applies to practically all cars. 

While the improvement in the minds 
of many is attributable in great measure 
to weather conditions, which naturally 
have a tendency to hurry the spring de- 
mand others insist that it presages a re- 
turn to real business and predict a 
steady improvement that by mid-summer 
will find the industry in pre-war normal 
condition. 

A slight improvement in the truck in- 
dustry is noticeable according to offi- 
cials of one of the largest engine man- 
ufacturing companies, who declared 
truck manufacturers are getting under 
way and orders received for engines for 
trucks during the last few days indicate 
confidence in returning business in that 
end of the industry. The same official 
declared orders from passenger car man- 
ufacturers show great improvement, and 
cited orders received within the last 
three days from four companies in such 
volume that his own company which had 
been working intermittently for the last 
few months, had been started on a con- 
tinuous production schedule with about 
one-third of its normal force working 
full time. With the natural increase as 
a result of similar orders that doubtless 
will be received from other companies, 
he said, the present force probably would 
be increased daily until the full comple- 
ment of the workmen will be employed. 

The Muskegon plant of the Continental 
Motors Corporation, which builds truck 
engines, was started this week. Reopen- 
ing of this plant is the best indication 
of the confidence of truck manufacturers 
that business is on the upward trend 
and is directly traceable, plant oificials 
say, to bona fide orders received by truck 
companies justifying their orders to the 
engine plant. 


CANADA BUYING EQUIPMENT 

Winnipeg, Man., Feb. 17—The Western 
Canada Automotive Equipment show is 
going over big with dealers optimistic 
and buying heavily for the spring. The 
crowds are packing the building where 
the show is being held from 10 o’clock in 
the morning until 10 o’clock at night. 
There is being shown automotive equip- 
ment exclusively, a million dollars worth 
of equipment being on display. This is 
the first show of the kind ever held in 
Canada. 
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Reserve Board Rules on Loans 
by Transportation Companies 


Such Paper Is Ineligible for Redis- 
count Where Trucks Constitute 
Sole Investment 


ASHINGTON, Feb. 19—A ruling of 

the Federal Reserve Board holds 
that notes issued by a corporation whose 
sole function is furnishing motor trans- 
portation for the purpose of purchasing 
motor trucks are ineligible for redis- 
count by Federal Reserve banks. The 
ruling was brought about by a protest 
that motor truck paper should be eligible 
inasmuch as the board had previously 
ruled that a farmer’s note may be eligible 
when the farmer is to use the proceeds 
to purchase a farm tractor. 


The formal opinion of the board reads: 

Farm tractors constitute only a small 
part of the entire equipment of a farm, 
whereas the motor trucks of a corpora- 
tion engaged in the business of furnish- 
ing motor transportation necessarily 
constitute a very large part of the cor- 
poration’s entire equipment. If the notes 
of such a corporation, the proceeds of 
which are used to purchase motor trucks, 
were declared eligible for rediscount by 
Federal Reserve Banks, the result would 
be that paper representing in the aggre- 
gate a very large part of the corpora- 
tion’s capital investment would be 
eligible for rediscount, and it would not 
be reasonable to assume that such notes 
could be liquidated out of the corpora- 
tion’s current revenues. 

For this reason the Board believes 
that the motor trucks of a corporation 
furnishing motor transportation consti- 
tute permanent or fixed investments 
within the meaning of the Boards’ reg- 
ulations. Consequently, under the terms 
of the Board’s Regulation A, the notes 
of such a corporation issued for the 
purpose of providing funds to purchase 
motor trucks, are ineligible for redis- 
count by Federal Reserve Banks. 


A note given by such a corporation 
to the seller in payment for motor trucks 
purchased is, of course, commercial pa- 
per in the hands of the seller, and is, 
therefore, eligible for rediscount after it 
has been discounted by the seller, pro- 
vided it complies in other respects with 
the provisions of law and the Board’s 
regulations. 


Georgia Newspaper Trying 
Truck for Rural Delivery 


Moultrie, Ga., Feb. 19—An experiment 
in the use of the motor truck as a means 
of promptly delivering the daily news- 
paper to subscribers on rural routes is 
being tried out by the Daily Observer. 
The Observer has purchased one truck 
for use in delivering the paper each 
afternoon to subscribers over a route 
which extends forty miles into the sur- 
rounding territory, and covers a number 
of smaller towns. 

The use of the mails for delivery has 
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been the only means available heretofore 
and this has meant that subscribers re- 
ceived their papers the day following 
publication. By using the motor truck 
they receive the paper the same day of 
its issue. If the experiment proves suc- 
cessful the publishing company will 
operate a small fleet of trucks for de- 
livery purposes daily, reaching all ter- 
ritories within a radius of forty to fifty 
miles of the city. It is not unlikely that 
many other papers of the South will 
inaugurate a similar system if satisfac- 
tory results are noted by the Moultrie 
experiment, and the motor truck ex- 
pedites delivery at not too great a cost 
as compared with the means now 
employed. 


Individual Displays Take 
Place of Utica Annual Show 


Utica, N. Y., Feb. 21—The Utica Auto 
Dealers’ Association has unanimously 
decided that “Utica Automobile Week” 
will be observed from Feb. 28, to March 
5, all dealers in automobiles, trucks, 
tractors and accessories to participate. 
Heretofore the Utica Auto Dealers’ Asso- 
ciation has held a joint automobile show 
with all exhibits confined to one build- 
ing. This year, however, the Utica auto- 
mobile men will have individual displays, 
owing to the fact that it is impossible 
and impracticable to secure a suitable 
building for the holding of a_ joint 
exhibit. 

It is planned to carry out an extensive 
advertising campaign in connection with 
the “show week.” Adjoining towns will 
be visited and placarded, street cars will 
be posted, window cards will be used 
and moving picture theatre managers will 
be asked to exhibit special advertising 
slides. The newspapers also will be 
asked to co-operate as well as the Utica 
Chamber of Commerce. 


“Merchants Week” Is Another 
Feature of Atlanta Exhibit 


Atlanta, Feb. 14.—Optimism and faith 
in improved business conditions in the 
Southeast was the keynote of the annual 
meeting of the Atlanta Merchants’ and 
Manufacturers’ Association when it was 
decided to hold a “Merchants’ Week” in 
Atlanta in conjunction with the Atlanta 
Automobile Show scheduled for March 
5 to 12. 

Plans for the automobile show were 
presented by John Lottridge, president of 
the Atlanta Automobile Dealers’ Associa- 
tion, who urged that the merchants and 
manufacturers hold their semi-annual 
buying week in connection with the 
show. This it was unanimously decided 
to do. 

WHEELING CHOOSES OFFICERS 

Wheeling, W. Va., Feb. 14.—At a meet- 
ing of the Wheeling Retail Automobile 
Association, officers were elected as fol- 
lows: President, W. L. Smith; Vice 
President, Robert McGraw; Secretary, 
George M. Ferd; Treasurer, John Welty; 
executive board, Messrs. Webb, Coleman, 
Howe, King and Marshall, 
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Talbot-Darracq and Sunbeam 
Enter for Indianapolis Race 





Andre Boillot, Dario Resta and Rene 
Thomas Are Selected as 
Drivers 


BY W. F. BRADLEY 


European Correspondent of Motor Age 


ARIS, Feb. 5—The European repre- 

sentative of the Indianapolis Motor 
Speedway Co. has received the oflicial 
entries of one Talbot-Darracq and two 
Sunbeam cars for the next 500 mile race 
on the Hoosier track. Andre Boillot 
has been selected to drive the Talbot- 
Darracq, and Dario Resta and Rene 
Thomas will be at the wheel of the two 
Sunbeams. All three men have had 
previous experience at Indianapolis, 
Thomas and Resta each having finished 
first and second in previous races. Until 
this year Andre Boillot was a member of 
the Peugeot team. 

The Talbot-Darracq and the Sunbeam 
cars form part of the Franco-British 
syndicate known as the S. T. D. com- 
prizing Sunbeam, Talbot and Darracq. 
There is one experimental department, 
under the control of Louis Coatalen, for 
the three firms, and the racing cars are 
consequently all of one design. The 
Sunbeams, however, have been built at 
Wolverhampton, England, while the Tal- 
bot-Darracq are being produced at the 
Darracq factory, near Paris. For the 
first time eight cylinder ahead engines 
are being built, the bore and stroke 
being 65 by 112 mm., which brings the 
piston displacement just inside the 3- 
litre limit. The engines have completed 
their tests, and the cars will be out 
within two weeks. They will be thor- 
oughly tested both on Brooklands track 
and on French roads before being 
shipped across the Atlantic. 

Louis Coatalen, who will accompany 
his team, states that the cars will be 
rushed back to France immediately after 
the Indianapolis race in order to take 
part in the French Grand Prix at Le 
Mans, on July 24. 


Indianapolis, Feb. 19—Ira Vail, wealthy 
race driver, has filed his entry for the 
ninth international 500-mi. race to be 
held at the Indianapolis Motor Speed- 
way on May 30. He was entered in the 
race last year but his car could not be 
completed in time to enter competition. 





GRAND PRIX RACE IN ITALY 


Milan, Italy, Jan. 16—The Automobile 
Club of Milan has. decided to organize in 
1921 the Grand Prix of Italy. Entry con- 
ditions will be identical with the rules of 
the Grand Prix of the Automobile Club 
of France which are the same as those 
of Indianapolis and of the Grand Prix 
of the Royal Automobile Club of Belgium, 
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Contractors as Truck Buyers 
Shown by Goods Roads Display 


Few Actual Sales Result F rom 
Exhibit But Many Prospects 
Are Obtained 


HICAGO, Feb. 19—The Good Roads 

Show which offered the only oppor- 
tunity in Chicago to the truck manufac- 
turer to display his product developed 
a good many prospects but brought few 
sales. There was much intelligent 
interest displayed by contractors and 
others interested in the good roads 
movement but this interest did not take 
the actual form, except in a few isolated 
cases, of contract signing. 

A fertile field for truck selling doubt- 
less will result from the impetus given 
to good road building attendant upon the 
Chicago good roads show and its accom- 
panying conventions. Every county con- 
tractor in the country has to have trucks 
and with the increased mileage that it 
is planned to build this year will have 
to buy more trucks than he now has to 
take care of his business. 
gard the display of trucks at the good 
roads show accomplished its end through 
bringing before the contractors the 
merits of the different products. 

Dealers, it is thought, will have less 
difficulty in obtaining financing of these 
trucks—particularly those dealers who 
rely on the country banks for funds— 
because of the apparent need of good 
roads to any community even to the com- 
munities in agricultural districts and the 
relationship existing between trucks and 
the proper building of roads. Under a 
recent ruling, the Federal Reserve Board 
considers truck paper eligible for redis- 
count where liquidation of notes can be 
made other than out of a corporation’s 
current revenues. The county contractor 
usually has enough machinery so that 
his trucks constitute a minor portion of 
his equipment and he does not have to 
rely solely upon the trucks for his 
revenue. 


“Back to Selling” Meeting 


ie 6 

at Time of Des Moines Show 

Des Moines, Feb. 11—A big, statewide, 
“back to selling” convention of the Iowa 
motor car and equipment dealers is to 
be held in Des Moines March 7 and 8, 
during the week of the Des Moines show. 
The Iowa Motor Trade Bureau is taking 
the lead in bringing about the conven- 
tion and the idea of having such a meet- 
ing just at the jump off period for spring 
business is meeting a ready response 
with dealers all over the state. 


Gas Price In California High 
Despite Reductions Elsewhere 


Sacramento, Feb. 14.—While prices of 
crude oil and gasoline are dropping in 
the East and Middle West, there is as 
yet no indication that there will be any 
downward tendency of prices in Cali- 
fornia. Not long ago producing com- 
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panies issued a statement saying there 
would be an increase, if any price change 
at all, and right now they say the indica- 
tions for a gasoline shortage are about 
the same as last spring. 

Prices have not been changed since 
they were increased last summer be- 
cause of importations from the Middle 
West to relieve the shortage here. The 
importations lasted hardly beyond the 
announcement of the increase, but the 
price stayed up. Should the tax of one 








County Disclaims 
Responsibility 
for Bad Roads 


AACRAMENTO, Feb. 14—C. J. 

Moore of Los Molines ran into a 
chuck hole in a Tehama County 
highway and broke an automobile 
spring. He presented a bill of $12 to 
the County Supervisors, saying they 
are responsible for the condition of 
the roads. 

The Supervisors, however, said the 
condition of the roads is due to an 
act of God in sending unusually 
heavy rains, and over this they have 
no control. Mr. Moore has accepted 
their version of the matter. 








cent a gallon on gasoline by the State, 
for road maintenance, pass the legisla- 
ture, and it is urged by the Administra- 
tion, there would, without question, be 
an immediate increase of a cent a gallon, 
or whatever the tax might be. 

Another proposed law, however, that 
might bring relief, is that to put the oil 
producing companies under the jurisdic- 
tion of the State Railroad Commission as 
public utility corporations. This would 
not, of course, stop the exports to the 
Orient, but it would bring about a close 
investigation of the cost of production 
and might result in the lowering of prices 
in California for motor fuel. 


R & V REDUCES WAGES 

East Moline, Ill., Feb. 19—Wage re- 
ductions approximating 15 per cent have 
been adopted by the R. & V. Motor Co., 
affecting men in all departments and 
those upon a piece work basis. Em- 
ployees laid off and returned to work 
during the period of the depression ac- 
cepted the lower scale upon their return. 
H. A. Holder, president of the company, 
announcing the reduction told employes 
that there is absolute necessity for read- 
justment of costs and that the company 
would ask employees to assume their 
share in the readjustment. New scales 
however are being fixed to fit individual 
cases, 


SON OF MOLINE FOUNDER DIES 

Moline, TIll., Feb. 19—Charles R. 
Stephens, son of George W. Stephens, 
founder of the Moline Plow Co. and for 
27 years intimately associated with the 
business, died suddenly at his home in 
Los Angeles, 
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No Shortage of Gas Expected 
This Year in Washington State 
Oil Men Give Assurances of Steady 


Supply—Dealers Watching 
Development Work 











EATTLE, Feb. 19—While it is ex- 

pected that strenuous efforts will 
have to be made to satisfy the demands 
at the peak of the season in Pacific 
Northwest cities, oil men here agree that 
present indications virtually assure a 
steady and unfailing supply with no pos- 
sibility of a temporary suspension in 
the use of motor vehicles for want of 
gasoline, such as happened in this sec- 
tion at the height of the motoring sea- 
son last year. 

The demand for gasoline in Seattle, 
Tacoma, Everett, Spokane and other 
Washington state cities this winter has 
not been as strong as in former years, 
and the result has been that the oil 
companies have been able to fill their 
storage tanks in this section in prepara- 
tion for the spring and summer 
demands. 

The district manager of one of the 
leading oil companies in this section de- 
clares that, unless new sources of sup- 
ply in the Northwest are brought into 
play, it will be impossible for the com- 
panies to meet the demands for gasoline 
here without some difficulty during the 
peak of the season. 

Realizing these facts, automobile deal- 
ers in this section are watching with 
keen interest the development work be- 
ing undertaken in various parts of the 
state of Washington in probable oil- 
producing fields. 


Ford Giving uislovenel ‘ 
10,000 Men Five Days a Week 


Detroit, Feb. 19—Ford officials deny 
reports that the plant will open Monday 
with a force of 20,000 men on a produc- 
tion schedule of 2500 cars daily. 

At the office of General Superintendent 
Martin it was said that about 10,000 men 
are working now on a five day a week 
basis on the alternating shift plan, a 
portion of this force being employed in 
building parts for assembly branches 
and some few building complete cars in 
Highland Park. Mr. Ryan says that 
parts for about 1000 cars are being built 
daily and probably 300 finished cars 
daily at Highland Park. 

No one in authority will hazard a guess 
as to when the plant will reopen with 
anything like a full working force. Many 
men now employed are at work on closed 
bodies on account of the labor troubles 
in the Fisher Body Corp. and other 
plants which are hampering Ford closed 
body delivery. 


SET COUNCIL BLUFFS SHOW DATES 

Council Bluffs, Iowa, Feb. 21—The sec- 
ond annual Council Bluffs automobile 
show will be held at the auditorium here 
Feb. 28 to March 5 inclusive. 
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Congress Likely to Adopt 
Government’s Tax Program 


Unless Marked Change of Sentiment 
Is Seen Houston Bill Will Go ~ 
Through 


(Concluded from page 19) 

whose chief object is to raise revenue. 
Confidence seems to prevail throughout 
the industry that the recommendations 
of Secretary Houston for 50 cents per 
horsepower tax would fail because of the 
inevitable opposition of 8,000,000 car 
owners. There are congressmen who ad- 
mit that such a tax would be inimical to 
the development of a great industry but 
in the next breath say that it is the only 
logical way to reduce extravagance. 
With few exceptions, the advocates of 
this plan concede the essentiality ‘of the 
automobile but they claim that if horse- 
power and gasoline taxes were thus 
levied they would serve to stabilize gen- 
eral business through deflation. It is 
believed that the most effective opposi- 
tion to the Treasury program will come 
from farming communities where the ef- 
fects of the tax would be quickly felt. 

The question of taxation will not be 
taken up until the next session which 
probably will be called for March 14. 
Chairman Fordney of the House Ways 
and Means Committee says that tariff 
legislation would be disposed of and then 
attention devoted to questions of internal 
revenue. He stated that his time had 
been completely taken up with tariff mat- 
ters so that he has made but little study 
of the probable effects the adoption of 
the Houston program would have on the 
automotive trade. 

He declared that representatives of the 
industry would be allowed sufficient time 
to present their arguments as to taxa- 
tion. Chairman Fordney pointed out that 
the committee was concerned solely with 
the problem of producing a yield of 
$5,000,000,000 or $8,000,000,000, a sum 
which is required to maintain the Federal 
Government and retire financial obliga- 
tions during the next fiscal year. 

The proposals of Secretary Houston, 
which would assess the automobile in- 
dustry $29,000,000 over and above its 
present contribution to the public reve- 
nue, were suggested as a means of bring- 
ing more money into the Treasury. 
Recognizing the economic movement 
which must inevitably result from the 
new levy, certain Congressional leaders, 
stressing the necessity for economy in 
Governmental and private enterprise, 
have seized upon it as an effective 
weapon to force deflation. 


TRACTOR COMPANIES MERGE 

Chicago Heights, Ill., Feb. 19—The 
Parrett Tractor Co. (wheel type), and 
the Hicks Tractor Co. (crawler type), 
have been merged into the Hicks-Parrett 
Tractor Co., the merger being effected so 
that the two types of tractor to meet 
different local conditions could be manu- 
factured from the one factory. The com- 
pany is capitalized for $3,500,000 and 
occupies 147,000 sq. ft. of floor space at 
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its factory here. The officers of the new 
company are as follows: Vincent Ben- 
dix, president; Robert Barbour, vice- 
president; George A. Gibson, vice-presi- 
dent and general manager; R. P. Hicks, 
vice-president in charge of engineering; 
J. E. Tracy, vice-president; Russell A. 
Reed, vice-president and head of Hicks- 
Parrett Export Department; Herbert L. 
Scharlach, treasurer, and Walter J. 
Buettner, secretary. The directors in- 
clude Messrs. Barbour, Scharlach, Tracy, 
Hicks, Gibson and Bendix and Warren 
Barbour, Henry A. Rudkin and B. A: 
Tomkins. The company also manufac- 
tures a line of: motor trucks. 


—_—_— 


American Bosch Review Shows 


Great Increase Made in Sales 
Springfield, Mass., Feb. 21—The Ameri- 
can Bosch Magneto Corp. has announced 
a wage reduction of 12% per cent, affect- 
ing all factory employees whether on a 
weekly or piece work basis. Operations 
in the plant are being steadily increased 
and several hundred men are now em- 
ployed. 

Arthur T. Murray, president of the 
company, has sent out a review of the 
corporation business since its inception. 
This shows that in 1916 sales were 
slightly more than $4,000,000 and that in 
1918 under the old company and the 
alien property custodian it had fallen to 
$3,656,000. The sales of the new Ameri- 
can company in 1919 were $5,982,000 and 
in 1920 they had increased to $8,805,000. 

The product of the Bosch company is 


now very diversified. The magneto de-. 


partment is depending on the automobile 
trade for not more than 20 per cent of its 
business and these sales are principally 
for the American export automobile 
trade. The growing demand is in the 
field of farm engines, tractors, trucks, 
marine engines and other trades in which 
the internal combustion engine plays an 
important part. The company also is 
equipped to enter the automotive field 
with battery ignition systems, starting 
and lighting systems, spark plugs and 
lamps. 


One Freight Station Answer 
Given to Traffic Problem 


Philadelphia, Feb. 19—That a common 
freight station in an outlying section of 
the city, for the three trunk lines now 
maintaining from thirty to thirty-five 
distribution points, is needed for the 
solution of the traffic problem here, was 
brought out prominently at a dinner 
given by Herman Schwacke, chairman 
of the traffic committee of the Motor 
Truck Association of Philadelphia, to 
the members of the committee, represen- 
tatives of the Pennsylvania and the 
Reading railway companies and to lead- 
ing officials of the Philadelphia police 
department. 


_—— 


FULLER HEADS TRI-CITIES 


Rock Island, Ill., Feb. 19—C. M. Fuller 
of the Fuller-Rannells company of this 
city was elected president of the Tri- 
City Auto Trades association at its an- 

nual meeting this week. 
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Goodyear Plan Expected to 
Prevent Naming of Receiver 


Fate Will Depend Upon Attitude of 
Merchandise Creditors—Special 
Meeting March 4 


New YORK, Feb. 21—A special meet- 
ing of the stockholders of the Good- 
year Tire & Rubber Co. will be held in 
Akron on March 4 to act on plans for 
recapitalization and readjustment of the 
company’s finances. In a letter to stock- 
holders urging them to attend the meet- 
ing, president F. A. Seiberling says: 
“The plan for readjusting the debt and 
capitalization of the company has been 
approved by the board of directors and 
already many of the largest creditors and 
holders of a majority of common stock 
have indicated their assent to it. As 
will be seen from the statement of the 
company’s indebtedness set forth in the 
plan, the position of the company is ex- 
ceedingly precarious. Since the annual 
statement of Oct. 31, 1920, the company’s 
indebtedness (including contingent lia- 
bilities most of which will have to be 


*“met) has increased to nearly $66,000,000. 


“Notwithstanding the discouragements 
of the early months of the current fiscal 
year, it is expected that if the plan is 
consummated, operations of the recapi- 
talized company for the remainder of 
the fiscal year will show a considerable 
margin of profit over all fixed charges, 
including contemplated sinking funds, 
and over dividends on prior preference 
stock.” 

In the last analysis it will be the mer- 
chandise creditors who will determine 
the fate of the Goodyear company. If 
they accept the plan a receivership will 
be avoided but if they fail to do so it 
will be inevitable. 


Success of Rochester Show 
New Sign of Returned Buying 


Rochester, Feb. 21—The close of the 
automobile show held here, in the seem- 
ingly unanimous opinion of Rochester’s 
leaders in the motor industry, revealed 
clearly the buying confidence of the pub- 
lic and a resumed demand for automo- 
biles. The results of the show not only 
swept aside all remnants of timidity but 
inspired endless optimism based upon 
indications that the trying times are over 
and that again the motor business may 


‘take up the even tenor of its way. 


In spite of the inclement weather, in 
spite of adverse conditions, the automo- 
bile men declared that the success of the 
show exceeded their expectations. Of- 
ficial attendance figures announced are 
as follows: Monday, 1,262; Tuesday, 
4,130; Wednesday, 5,100; Thursday, 
7,500; Friday, 3,216; Saturday, 4,470; to- 
tal, 25,678. The average total attendance 
for the past four years approximates 
31,000, but the number of free and trade 
tickets issued in previous years is be- 
lieved to more than compensate for the 
difference and gives to the show com- 
mittee ample ground for feeling elated 
over the show’s success. 
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Senate Opposition Develops 
to Anthony Dumping Measure 


House Committee Reports Bill That 
Provides for Public Sale of 
2,000 Tractors 


ASHINGTON, Feb. 21—Strong op- 

position has developed in the Senate 
to the plan sponsored by Representative 
Anthony of Kansas to dump surplus 
army trucks, passenger cars and tractors 
on the open market to such an extent 
that it is quite likely that the tentative 
legislation will fail. Three Senators have 
introduced separate measures having for 
their express purpose the transfer of this 
material to the highway organizations 
and it is understood that Senator Ball of 
Delaware intends to submit an amend- 
ment to this effect in the Army appropri- 
ation bill when it is reported to the Sen- 
ate. The Committee on Appropriations 
of the House has reported the fortifica- 
tion bill which carried new legislation 
authorizing the Secretary of War to dis- 
pose of 2,000 tractors at public sale. 


Interest National in Effect 

The fact that three Senators represent- 
ing different political parties and widely 
separated sections introduced three 
measures for the transfer of the surplus 
material indicates that the interest in the 
proposed sale of motorized equipment is 
national in scope. The Army appropria- 
tion bill as it passed the House and is 
now pending in the Senate Finance com- 
mittee, directed the War Department to 
sell 10,000 trucks and 1,000 automobiles. 

The Fortifications appropriation bill 
reported out to the House by Representa- 
tive Slemp of Virginia, carried a para- 
graph authorizing the. expenditure of 
$600,000 for alteration and maintenance 
of mobile artillery, including the pur- 
chase and manufacture of tools, ma- 
chinery and materials and expenses of 
mechanics engaged in the work. But, 
the sub-committee inserted a proviso 
which would not make it impossible to 
spend this sum unless the 2,000 tractors 
were sold. As new legislation it will be 
subject to a point of order when under 
consideration in the House and may be 
eliminated. 


Stark-Inland Works Absorbs 
Shurnuff Manufacturing Co. 


St. Louis, Feb. 19—In connection with 
the celebration of its fifth anniversary, 
the Stark-Inland Machine Works, man- 
ufacturer of the Stark-Inland spiral cut 
one-piece piston ring, has moved into 
new and larger quarters and announces 
that it has absorbed the Shurnuff Man- 
ufacturing Co. of this city which has 
been manufacturing and marketing for 
the last five years a varied line of auto- 
motive equipment products. The prod- 
ucts henceforth will be marketed under 
the trade-mark brand of Star-K products. 
The company is now capitalized for 
$2,000,000 and in its new location 
occupies more than 70,000 sq. ft. of space 
and will continue to use its old plant to 
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manufacture the tools with which the 
piston rings are made. 

The officers of the company are: 
Ottmar G. Stark, president; Louis J. 
Stark, vice-president; Fred E. Moore, 
secretary; and Daniel A. Ruebel, treas- 
urer. These officers with John F. Shu- 
ford, Edwin H. Wagner and Lawrence 
G. Kingsland constitute the board of 
directors. 








Buy a Truck—In Vir- 
ginia Good Roads 
Campaign 


ICHMOND, Va., Feb. 21—The 
Virginia Good Roads Association 
will inaugurate this spring an educa- 
tional campaign to promote interest 
in highway construction said to be 
novel in the United States. Trucks, 
equipped with motion picture appa- 
ratus, will tour the country districts 
of the Commonwealth with a lecturer 
aboard of each, pointing out the ad- 
vantages which can be gained through 
supporting the $40,000 bond issue for 
roads which will come before the 
General Assembly at its next session. 
Each of the principal cities of the 
State are to be asked to raise suf- 
ficient funds for the purchase of a 
truck, which will bear its name and 
be used as an advertisement feature 
on its tour of the rural districts. 








Two Races Scheduled to Be 
Run on Uniontown Speedway 


Uniontown, Pa., Feb. 19.—Two races 
will be run on the Uniontown Speedway, 
the mile and an eighth board track here, 
this season. The first will be on June 18 
and the second on Labor Day, the annual 
Autumn Classic. Preliminary arrange- 
ments are now under way for the big 
speed classic with indications that there 
will be a larger number of entries than 
ever before in the history of the local 
track. The first race will immediately 
follow the international event at Indian- 
apolis. Formal announcement as to dis- 
tance will be made later. C. W. Johnson 
of Uniontown is president and A. E. 
Corns, of Uniontown, general manager of 
the local speedway. 


DODGE ACQUIRES G. & D. SYSTEM 


Boston, Feb. 18.—H. C. Dodge, Inc., has 
beeome the owner of the House Lighting 
System formerly marketed by Gray & 
Davis, Inc. This plant is known as the 
“D-Light House Lighting Unit” and it ex- 
pects to manufacture under conditions 
which permit a larger volume of pro- 
duction under the supervision of a staff 
of engineers and high-grade mechanics. 
It is proposed to establish agencies in 
different sections of the country. 
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Changes Made in Dealerships 
in Louisville During Month 
Companies Reorganize, Change Lo- 
cations and New Concerns are 
Established in District 


OUISVILLE, KY., Feb. 19—Many 
changes and reorganizations have 
taken place in the automotive trade in 
this vicinity during the past month. 
Cars have changed hands and a number 
of dealers, formerly selling three and 
four makes, are now handling only one. 
The Edinger Motor Parts Co., organ- 
ized by C. A. Edinger, formerly of 
Edinger & Co., and E. C. Edinger, for- 
merly of Jacob Edinger & Son, distrib- 
utor for Signal trucks, brings to Louis- 
ville a service that has long been needed 
and users of the Continental motors will 
be able to get service on broken parts. 
Centrally located, they are within easy 
access and in a position to keep in touch 
with the various agencies who handle 
cars with the Continental motor. The 
company is the authorized distributor 
for Kentucky and Tennessee. 

Strube’s Garage is now occupying its 
new salesroom, office and repair shop. 
This firm is distributor for the Cleve- 
land, Chandler and Kissel. E. B. Strube 
is president and E. H. Strube, secretary 
and treasurer. 


Hillson Motor Reorganized 


The Roth Motor Co., Haynes distrib- 
utor, has moved into new quarters. A 
new concern, the Kentucky Templar Co., 
has just been appointed Templar dis- 
tributor. 

The J. B. Hillson Motor Co. has just 
completed its reorganization and in the 
future will be known as the Fowler 
Motor Co. J. B. Hillson, former presi- 
dent of the concern, is now no longer 
connected in any way with the business. 
The concern handles the Sayers Six and 
Traffic Truck. 

The Bonnie-Smith-Epperson Motor Co., 
distributor for Winton and Oakland, is 
now in its new home. Thomas Garage, 
which. formerly handled the Oakland 
in this territory, has acquired the agency 
for the Grant. 


The Victory Storage Battery has moved 
into its new plant. The officers of this 
company are A. Cummins, president; A. 
J. Cummins, vice president; and C. W. 
Cummins, secretary and treasurer. J. F. 
Williams, who has had eighteen years’ 
experience in the manufacture of bat- 
teries, is in charge. 


The Keystone Motors Co., Briscoe and 
Apperson distributor, has moved into its 
new building completed at a cost of 
$80,000 and considered one of the best 
designed and most completely equipped 
sales and service buildings in the south. 
The company has built up a large fol- 
lowing of dealers throughout Kentucky, 
Indiana and Ohio. They just recently 
established a branch house in Cincinnati 
and the company now controls a terri- 
tory that will absorb approximately 
1,200 cars yearly. 
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From All Viewpoints Show in 
St. Louis Proves Successful 


Larger Prospect Lists Obtained Than 
In Previous Displays and More 
Cars Sold 


T. LOUIS, Feb. 19—From the view- 

points of attendance, merchandising, 
sales and the securing of prospect lists 
the fourteenth annual automobile and 
accessory show held in this city was 
without question the most successful of 
all exhibitions in the history. of the local 
automobile industry, according to Robert 
E. Lee, president of the St. Louis Auto- 
mobile Manufacturers’ & Dealers’ Asso- 
ciation and manager of the show. Every 
exhibitor reported sales daily, almost 
from the time the doors were opened. 

An incomplete census of the business 
consummated during the week makes a 
total of approximately 750 cars sold. 
Considering $1,500 as an average price 
the total will surpass the million dollar 
mark. This represents an increase of a 
minimum of 10 per cent over the sales 
negotiated during the 1920 exhibition. 

According to Mr. Lee the total attend- 
ance including the record breaking 
crowd of 22,000 on the opening night 
amounts to a 20 per cent increase over 
last year’s show and reached 105,000. 
This is the greatest number of persons 
ever attending a St. Louis automobile 
display. 

“An outstanding feature of the show,” 
Mr. Lee says, “was the fact that ex- 
hibitors obtained prospect lists much 
larger than those recorded during pre- 
vious shows. This proves that the pub- 
lic is again in the buying mood and the 
fear of continued business depression is 
allayed.” 

Because of the unusual interest which 
the public showed during the exhibit, the 
dealers are predicting that during the 
spring months there will be a shortage 
of.cars. On Feb. 1 the St. Louis asso- 
ciation in making its monthly canvass 
of the number of unsold motor cars in 
this city found that the stocks were far 
below what the dealers usually carry at 
this time of the year. 


Country Dealers Aiming to 
Improve Service Facilities 


Minneapolis, Feb. 20—The Minneapolis 
automobile show has concluded with an 
encouraging record of retail and whole- 
sale sales and prospects. With trade 
week, promoted by local merchants, it 
has. created a new spirit among the 
trade, which is shared by the hundreds 
of country dealers and garagemen who 
came in from Minnesota, North and 
South Dakota and even Montana and 
Wyoming. 

A most encouraging sign of the week 
was the apparent intention of country 
dealers to improve their service facili- 
ties. If the patronage of garage equip- 
ment exhibit may be taken as a criterion, 
the northwest dealers are coming rapidly 
to a realization that the best ‘sold car 
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is that best serviced, which augurs well 
for the future of the industry in this 
territory. Garage equipment sales, to 
the trade only of course, ran far ahead 
of small accessory business with both 
the trade and the public and some of 
the purchasts were of machine tools or 
testing apparatus running into several 
hundred dollars. 








Automobile Will Lead 


Nation Back to Pros- 
perity 

‘ALAMAZOO, MICH., Feb. 21— 

“Just as it in times past, the 
automobile industry will lead busi- 
ness in this country back to pros- 
perity” said Christian Girl, president 
of the C. G. Spring Co., during a dis- 
cussion of the outlook for business 
in the near future. 

“Distribution is still the weakest 
link in the chain of American indus- 
try” added Mr. Grl. “It is the close 
affiliation of the automobile with the 
problems of distribution and the 
need of motor cars and trucks to 
solve these problems that will tend 
to a steady revival of the automobile 
business. This revival will not be an 
over-night affair like the recent sus- 
pension. It will come gradually. 

“We have suffered from a hard 
fever. While we no longer have the 
fever, we are weaker than when the 
fever raged. It will take time to con- 
valsce, but recovery is certain. 
look for over 50 per cent production 


this year and normal business in 
1922.” 








Hilton Goes to Truck Sales 
Managers’ Office in Detroit 


Detroit, Feb. 18.—Homer Hilton, sales 
manager of the Oshkosh Four Wheel 
Drive Truck, who is leaving that organ- 
ization, has been sent to Detroit to take 
charge of the office of the National As- 
sociation of Truck Sales Managers, pend- 
ing the selection of a successor to H. D. 
Dabney, Secretary. Mr. Dabney, who 
joined the organization last June, said 
today his resignation would become ef- 
fective March 15. He said he was not 
yet ready to announce his future connec- 
tion. A committee to form the associa- 
tion now is in communication with sev- 
eral applicants for the position, and the 
announcement of an appointment is ex- 
pected shortly. 

Mr. Hilton, who is one of the best 
known members of the association, will 
spend a month or two in the local office. 


—_——— 


ASK FORT WAYNE TIRE RECEIVER 


Fort. Wayne, Ind., Feb. 18——The re- 
organization of the Fort Wayne Tire & 
Rubber Co., which has been proceeding 
for several months after the election of 
a number of new directors and the elimi- 
nation of contracts held by the promoters 
who formed the company,.has received 
a set-back through the filing of three 
suits on account, demanding $110,000 and 
asking for the appointment of a receiver. 
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Willys Creditors Asked to 
Extend Claims Until May 1 


Letter From Committee States Com- 
pany Is Solvent With Substantial 
Assets Over Liabilities 


a bee! YORK, Feb. 19—Creditors of the 
Willys Corp. have been asked for an 
extension on their claims until May 1. 
A letter outlining the position of the 
company and urging that the extension 
be granted has been sent out by the 
committee headed by Theodore Beran of 
the General Electric Co. which repre- 
sents merchandise and _ construction 
creditors. This committee will co-oper- 
ate with the bankers’ committee which 
has taken charge of the company’s 
finances. 

The letter states that the company is 
solvent and has very substantial assets 
in excess of liabilities. The abnormal 
industrial conditions which have pre- 
vailed for the last few months, have 
made it impossible to arrange new 
financing. The committee recommends 
that claims be deposited with the Bank- 
ers Trust Co. which is the official de- 
pository. 

The letter says the committee is con- 
vinced it would be most unwise to at- 
tempt to force claims at this time. Any 
attempt by one creditor to obtain a 
preference would necessitate action by 
the other creditors. This in the opinion 
of the committee, would have a very dis- 
astrous effect upon the value of the 
assets and would be most harmful to the 
industry in general. 

The letter states that the committee 
will examine the assets and commit 
itself to no definite policy until the facts 
have been studied, but it has been ad- 
vised that the creditors ought to receive 
payment in a reasonably short time. 


McCord Creditors Agree to 


Six Months Time Extension 
Detroit, Feb. 18.—Approximately one 
hundred merchandise creditors of the 
McCord Manufacturing Co. and repre- 
sentatives of half a dozen banks in Chi- 
cago, Milwaukee and Detroit met and 
signed an agreement to extend claims 
against the company for a period of six 
months with the privilege of renewal for 
a similar period if satisfactory te the 
advisory committee named to control the 
policy and management of the concern 
temporarily. 

Under the terms of the agreement, 
signed by everyone present, the directors 
will operate the company’ but upon in- 
structions from the advisory committee 
the comptroller and general manager 
named by the advisory committee will be 
appointed by the directors to have active 
charge of the business. Creditor banks, 
under the agreement, will furnish the 
capital necessary to operate pending the 
final adjudication of all claims, loans to 
be made and payrolls and new material 
purchased to constitute a prior lien. The 
present banking indebtedness is unse- 
cured save endorsements of the McCords, 
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.D. H. Roberts, sales manager of the Latex 
Tire & Rubber Co., Fond du Lac, Wis., has been 
promoted to the post of general manager, in 
charge of operation, production as well as sales 
and advertising. 


A. J. Riggs of Racine, Wis., has been appointed 

eneral sales manager of the E. L. M, Tire & 
Rubber Co. of Racine, a new $200,000 corpora- 
tion organized a few months ago. 


C. E. Redeker has been popolntes general 
manager of the Lintner Motor Co., Milwaukee, 
state distributor of the Denby and Atlas trucks. 


L. K. Cooper, for some time assistant to the 
general manager of sales of the Chevrolet Motor 
Co., New York, has been appointed sales man- 
ager of the Chevrolet Motor Co. of Illinois, with 
offices in Coe to succeed H. H. Mundy, who 
has been transferred to Kansas City, where he 
will occupy a like position. 


W. J. Corr has been elected secretary and 
treasurer of the Maibohm Motors Co., Sandusky, 
Ohio, succeeding I. O. Bormann, resigned. Mr. 
Corr has been director of purchases for the 
Maibohm company for the past year and was 
with the General Motors Co. for the first two 
years following the organization, doing purchas- 
ing, cost and systematizing work at the North- 
way, Cadillac and Oakland plants. 


R. M. Guyer, formerly with the Dort Motor 
Car Co., has been made general manager of the 
Miller Auto Top & Body Co. of Caro, Mich. 
Announcement of the appointment followed a 
meeting of the directors last week, who also 
announced election of the following officers: 
President, George Van Tine; vice-president, P. 

Miller; secretary-treasurer, M. G. Atwood. 

Guy C. Core, who has been advertising man- 
ager for the Jackson Motors Corp. for about a 
year, has resigned from that organization. Mr. 
Core has announced no future connection, and 
no appointment has been made to the vacancy 
in the Jackson office. : mS, s 

Arthur P. Hawes has joined the organization 
of F. E. Wing, Marmon distributor in New 
England, as sales manager. Mr. Hawes was at 
one time manager of the Locomobile in Boston 
and later became manager of the Philadelphia 
branch of the same company, controlling Wash- 
ington and Baltimore ay 

F. T. “Bill” Bailey, who has been connected 
with the automobile equipment business for sev- 
eral. years, has joined the Zinke Co., Chicago, 
in eastern and southeastern territory. : 

Guy A. Chittick has been appormted service 
manager of the Larson-Oldsmobile Co., Phila- 
delphia, succeeding James K. Mogee, now with 
the Henry A. Rowan, Jr., Co., in that city. 


D. Minard Shaw has been appointed field rep- 
resentative of the Briscoe otor Corp. r. 
Shaw has been for several years connected with 
Briscoe distributing interests in the South. He 
will make his headquarters at Memphis, Tenn. 

R. H. Mulch, a veteran official of the Chevro- 
let Motor Co., has been appointed sales manager 
of the Pacific Coast Chevrolet factory at Oak- 
land. He succeeds R. C. Durant, who retires 
from the salesmanagership March 1. 

John J. Braham, Jr., of Brooklyn, formerly 
with the sales department of the Keystone Tire 
& Rubber Co. of New York City, has become 
attached to the selling force of the Delion Tire & 
Rubber Co. and at the annual meeting of the 
board of directors was elected a vice president. 


At the second annual stockholders’ meeting of 
the Grand Rapids Tire & Rubber Corp. of Grand 
Rapids, Mich., L, A. Brown, formerly district 
manager for the United States Rubber Co., was 
elected president. 

B. F. McDonald, former works manager and 
lately general superintendent of the Moline Plow 
Co., has joined the Rock Island Plow (o., as 
factory manager. T. B. Fuller has succeeded 
him as works manager in the Moline Plow and 
A. C. Blair has been named general super- 
intendent of that organization. 


Roy M. Hood, Deca agent for the Max- 
well Motor Co., Detroit, has left that organiza- 
tion and has been succeeded by A. C. Downey, 
formerly of the Willys-Overland staff at Toledo. 

Louis Dusenbury & Co., Inc., New York, has 
sppointed Louis H. Dusenbury vice-president and 

arold W. Schwab secretary. The increased 
executive force has been made necessary by new 
production plans developed .by the Dusenbury 
company which include a new line of art motor 
fabrics. 

R. G. Schulze, who has been head of the ex- 
port department of S. F. Bowser & Co., Inc., 
manufacturers of poopie pumps and tanks, has 
been sqpemeet chief executive of the concern 
in England with entire supervision of the com- 
pany’s affairs in Europe. 

George B. Godfrey has been appointed manager 
of the factory branch of the Clydesdale Motor 
Truck Co., which has opened offices at 437 
New York City, with a showroom and service 
station at 600 East Twentieth street, that city. 

Harter B. Hull, for the past three years man- 
ager of the Sears Automobile ‘ Moines, 
and president of the Motor Truck Dealers’ Asso- 
ciation of Des Moines, has purchased the busi- 
ness of the Peverill Motor Sales Co. at Water- 
loo, Iowa, and will have charge of the Dodge 
distribution for northeastern Iowa. 








Alabama Suffers Set Back 
in Better Roads Program 


Atlanta, Ga. Feb. 19—Good roads ad- 
vocates who have worked for months, 
and even years, to obtain better road 
appropriations in Alabama and a system 
of permanent highways throughout the 
state, saw their dreams fade and their 
efforts of years come to nought, when the 
Alabama Supreme Court declared as un- 
constitutional the measure that sub- 
mitted to the voters of the state last 
February an amendment to the constitu- 
ion permitting the issuance of $25,000,000 
of good road bonds, the money to have 
been used this year and next in con- 
structing a permanent system over the 
entire state. The decision automatically 
invalidates the bond issue. 


—_ 


FRANKLIN BACK TO NORMAL 

Syracuse, N. Y., Feb. 19—Beginning 
Feb. 10 the factory of the Franklin Auto- 
mobile Co. started operating at 100 per 
cent normal production, employment be- 
ing given to. 3,000 persons. Orders for 
January delivery exceeded January pro- 
duction by 15 per cent. On Feb. 1 the 


factory had on hand, 426 unfilled orders 
for cars. During the last quarter of 
1920, officials of the company announced, 
the company advanced from nineteenth 
to seventh place in value of sales among 
American automobile manufacturers and 
from twenty-second to tenth place in 
number of cars produced. 


Fuller & Sons Report Largest 
Shipment in History in 1920 
Detroit, Feb. 10—The directors of 
Fuller & Sons Manufacturing Co. of 
Kalamazoo, report the largest shipments 
in the company’s history during 1920. 
A statement by the president is to the 
effect that the company anticipates an- 
other successful year when business 
revives in the spring. Information reach- 
ing the Fuller office is said to indicate 
the beginning soon after March 1, and 
in anticipation of rapid improvement, the 
company has completed a new factory 
unit and installed a large quantity of 
efficient machine tools. 


The addition of the Model “H” trans- 


mission 3% to 7 ton capacity, completes 
the line from % to 7 ton transmissions. 


The company’s production is confined 
exclusively to motor truck controls, 
clutches and transmissions. 

_ All of the old officers headed by F. B. 
Fuller, president, were re-elected at the 
annual meeting. 


Seizure of Car. with Stampless 
Liquor Is Subject of Bulletin 


Charleston, S. C., Feb. 19—Planning 
to issue weekly bulletins on subjects 
of interest and instruction both to the 
members of the organization, and to 
the public, Secretary Gilmore Smith of 
the Charleston Automobile Trades As- 
sociation, has issued a bulletin this week 
dealing with the subject of Federal con- 
fiscation of automobiles by the United 
States Revenue authorities when “stamp- 
less” liquor is found in the cars. 

“United States Supreme Court decision 
of Jan. 17, 1921, upholding the absolute 
forfeiture of an automobile seized while 
transporting intoxicating liquor, solely 
involves a case where the revenue tax 
on the liquor being transported has not 
been paid; the condemnation proceedings 
were under an Act of Congress, July 13, 
1866, which provides that any conveyance 
so used shall be forfeited,” he says. 


Death Takes Misvie J. Moore, 
Secretary of LaFayette Motors 


Indianapolis, Feb. 19—Maurice J. 
Moore, secretary and treasurer of the 
LaFayette oMtors Co., died at St. Vin- 
cent’s Hospital as the result of acute 
dilation of the heart, following an oper- 
ation on his knee a week- before. He 
was thirty-five years Old. and is sur- 
vived by a wife and four-year-old son. 

Mr. Moore has held the position of sec- 
retary and treasurer of the LaFayette 
company since the company’s inception 
in 1919; he was also president of the 
LaFayette Building Co. and was largely 
responsible for the building of a colony 
of beautiful homes for LaFayette em- 
ployees near the LaFayette plant. 

He was formerly connected with the 
Northway Motors Manufacturing Co., De- 
troit. He was also comptroller of the 
Chevrolet Motor Co., of Flint, and auditor 
and later production manager of the 
Miami Cycle Co., of Middletown, Ohio. 


AUTOMOBILE BOOSTERS MEET 


Philadelphia, Feb. 10—The Thornton- 
Fuller Automobile Co.’s Boosters’ Asso- 
ciation held its annual smoker and enter- 
tainment at Grand Fraternity Hall here. 
The Thornton-Fuller orchestra provided 
the music and there were motion pic- 
tures and stories by Matty McGarragle, 
Scotch comedian. 


ee 


CLUTCH COMPANY CHANGES NAME 

Muncie, Ind., Feb. 11—In order to have 
its name more in accordance with the 
nature of its business the Hoosier Auto 
Parts Co. has become the Hoosier Clutch 
Co. The clutch is of the single plate 
type and production now is approximately 
two htndred daily for the automobile, 
motor truck and tractor trade. 
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New Service Light Truck Sells at $1840 


Powered by Midwest Engine—Cross Front Spring 
Used to Permit Rigid Frame Construction 





The new speed wagon recently announced by the Service Motor Truck Co. It 
has a capacity of 3-4 to | ton and is capable of making about 40 miles per hour 


NEW light truck having a capacity 

of % to 1 ton which has been de- 
signed in compliance with public demand 
has just been announced by the Service 
Motor Truck Co. The chassis will sell 
for $1840, and although the cost is 
slightly more than many jobs of the 
same capacity on the market at the pres- 
ent time the officials of the company 
claim that this difference is due to their 
endeavors to build a quality truck that 
will have a low maintenance cost and 
long life. . 

This truck, which has a wheelbase of 
132 in. and weighs 3100 lbs., is an as- 
sembled job of well known units. The 
unit power plant comprises a Mid-West 
engine, 354 in. by 5 in. bore and stroke 
developing 40 hp. at 1800 r. p. m.; a 
Brown-Lipe dry plate clutch and a 
Brown-Lipe transmission. Power is 
transmitted through a metal universal 
joint, a tubular propeller shaft and a 
fabric universal joint to an Eaton bevel 
gear drive axle. 


Tested on Hills 


During the experimental stage this 
truck was driven 1200 mi. and put to 
many severe tests. The results obtained 
were highly satisfactory. The famous 
Uniontown Hill in Pennsylvania was 
climbed in second gear at the rate of 
15 m. p. h. and the engine was relatively 
cool when it reached the top. During 
this trip the truck was driven at its max- 
imum speed a great share of the time 
and in many instances was driven at the 
rate of 45 m. p. h. for 15 and 20 mile 
stretches. 

The engine is one of the new products 
of the Mid-West Engine Co., having many 
of the same features of construction em- 
ployed in the larger type. The four cyl- 
inders, are cast in block and are integral 
with upper half of the crank case. The 
lower half is of pressed steel. 

Full forced feed lubrication is provid- 
ed, the oil pump being a geared pump 
of the self-priming type. An automatic- 


ally controlled plunger operated by the 
vacuum in the manifold regulates the 
flow of oil in relation to the actual load 
on the engine and is not dependent on 
the speed of the engine. This allows 
ample lubrication for a full load and 


prevents excess oiling at light or medium 
loads. 


Stromberg Carbureter 


The electrical system comprises the 
Remy battery ignition and Remy start- 
ing and lighting units. The storage bat- 
tery is the Exide truck type. 

Carburetion is provided by a Strom- 
berg carbureter with a hot air stove at- 
tachment located on the 
board. Gasoline is carried in a tank of 
12 gal. capacity located in the cowl. 

The clutch is a Brown-Lipe single 
plate clutch but is provided with a means 
of adjustment somewhat different from 
their standard clutches. Adjustment is 
accomplished by turning a malleable nut 
which moves several steel pegs in and 
out and they in turn change the relative 
position of the toggle levers and regu- 
late the amount of pressure on the pres- 
sure plate. Clutch facings are Raybestos 
moulded 10 in. in diameter and’ \% in. 
thick. Straight thrust bearing is used 
instead of the usual radtal type. There 


instrument ~ 


The truck is shown in one of its dis- 
torted positions to illustrate the ac- 
tion of the front cross spring 


is nothing unusual about the transmis- 
sion, it being a Brown-Lipe standard 30. 

The rear springs are of the conven- 
tional semi-elliptic 50 in. long and are 
provided with rebound leaves. This truck 
is regularly equipped with 34 by 4% in. 
pneumatic tires in front and 35 by 5 in. 
rear. The standard gear ratio is 5-54 to 
1 and permits a speed of as high as 40 
m. p. h. Truck chassis, provided with a 
cushion but no seat, is to sell for $1840, 
f. 0. b. Wabash, Ind. Two standard bod- 
ies, One open and one closed, can be 
purchased for additional cost and the 
weights will be about 600 lb. on the open 
body and 700 on the closed. 


Remy Starting and Lighting 


The equipment will provide Remy elec- 
tric starting and lighting system, Exide 
truck battery, non-glare lenses in the 
electric head lamps, cowl light, tail 
lamp, electric horn, jack, tire pump, set 
of tools, oil can, bumper, pressed steel 
front fender, steps, instrument board, 
gasoline tank, toe and floor boards, 
speedometer, extra rim, seat cushion, 
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The front cross spring construction is very similar 
to that of the Ford spring but is trunioned in the 
The‘ use of this type of spring permits the 

use of a rigid frame which eliminates racking of the 





body and jaming of cab doors 
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R & V Adds Four-Cylinder Model 


Built on Same Lines as Six — Use 


Knight Engine and Well Known 
Standard Units 


HE R. & V. Motor Co., of Moline, IIL, 

has just announced a new four 
cylinder model, cars to be built in three 
body styles, five passenger touring car, 
four passenger coupe and five passenger 
sedan. The: wheelbase is 115 inches, 
weight 2900 pounds and the 5 passenger 
touring car will sell for $2150. 

The item of cost has been given very 
little cottsideration in the manufacture 
of this car and an endeavor has been 
made to build a regular quality job. The 
materials throughout are of the same 
quality as the 6 cylinder model which 
has been in production for some time 
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The new four cylinder, five passenger model announced by the R. & V. Motor 


Co., Moline, Ill. 


ZI 





L handel 






































» 
































The rocker shaft brake assembly of the new R. & V. cars showing the dog 
clutch which is used to prevent the application of the brakes by spring action, 
when traveling over rough roads 


and which will continue through the year 
1921 at the same price. The body lines 
are very similar to those of their 6 
cylinder car and the same materials are 
used in its construction. As far as the 
entire construction of the car is con- 
cerned, from the engineer’s viewpoint, it 
is practically identical with the larger 
model which has been in production but 
is, of course, a 4 cylinder job which is 
much lighter and will be more econom- 
ical. 

With the exception of the engine, this 
car is built up of well known, conven- 
tional units. The engine is designed for 
use as part of a unit, the power plant 
comprising a Knight engine, Borg & 
Beck single plate clutch and Brown-Lipe 
transmission, Model 25. The engine 
weighs 589 pounds and develops 43 hp. 
at 2600 r.p.m. The four cylinders, 3% 
inch by 5 inch are cast en bloc. The 
valve construction is of the sleeve type 
and is identical with that originally used 
by this company. ? 

One of the most important factors in 
connection with the use of Hotchkiss 
drive is the design of the brake control 
mechanism. With some of the present 
designs there is a tendency for the brake 
pedal to work back and forth and the 
brakes are continually applied and re- 


leased when the car is driven over rough 
roads. The engineering department of 
the R & V Motor Co. has designed a 
brake layout, making use of a dog clutch 
which is riveted to one of the cross- 
members of the frame. When the brakes 
are applied, this dog engages and causes 





The wheelbase is 115 in. 





This model sells for $2150 


a tension on the brake rod which, of 
course, applies the brake. If, however, 
the car is traveling over rough roads and 
there is a tendency for the brake to be 
applied, this dog backs up against a 
shoulder and it is impossible for the 
brakes to be applied until the dog en- 
gages. From this action it would seem 
that a constant hammering action would 
result but the claim is made that it is 
very slight and does not create enough 
noise, when in action, to be noticeable. 

The fuel feed system is composed of a 
tank, located in the rear, with a capacity 
of 18.75 gal., a Stewart vacuum feed sys- 
tem and a Stromberg 1% inch carbureter. 

The electrical equipment comprises the 
standard Westinghouse starting, lighting 
and ignition units. 

Deliveries can be made on the 5 pas- 
senger touring car at the present time 
but it will be impossible to get any of 
the closed jobs before about 30 days. 
The coupe will sell for $2850 and the 
sedan $2950 F. O. B. factory. 


A new roadster, priced at $2050, was exhibited at the St. Louis show by the 

Stanwood Motor Car Co., The Continental Red Seal 6 cylinder engine with a bore 

bore and stroke of 3 1-4 by 4 1-2 in. powers this roadster and other specifications 
conform with those of the Stanwood touring car 
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Sheriff 


OUR profits next spring depend on 

your activity now. Fundamental con- 
ditions are shaping themselves for a big 
spring boom in automobile sales, an ac- 
tual shortage of cars, if ‘you please! 
Buyers are holding off and getting along 
without things. Meanwhile their bank 
accounts are growing, and when ‘they 
finally are forced to buy they will be 
just as eager and insistent as they were 
when they were spending as fast as they 
earned. 

Automobile factories are running only 
part time, and therefore less cars will 
be available next spring than normally. 
About- 1,250,000 cars will be scrapped in 
1921, or around 15 per cent of the cars 
now running. Fifteen out of every 100 
automobiles in your territory will have 
to be replaced.—General Motors Accep- 
tance Corp. 


Education on What Shop 
Equipment Is 


The average man knows little about 
the equipment that is used in the modern 
repair shop. In order to acquaint the 
public with the equipment used in their 
shop the Universal Car Co. of Center- 
ville, Iowa, ran a half-page advertise- 
ment in a local paper in which they 
showed pictures of the major equipment 
such as burning-in stand, electrical test 
instruments, piston vises, and explained 
the purpose and advantages in a note 
below each item. They also included 
several letters from users who had used 
their service. In one column a general 
explanation of their services was given. 
One need but check up the shop record 
of this company to see what good service 
property advertised will do.—S. E. Gibbs, 
Colfax, Ia. 


Personal Solicitation 
Brings Its Reward 


“By going into my neighborhood and 
personally soliciting service business,” 
says a manager, “I secured an unexpected 
by-product. My appearance seemed to 
impress many of my prospects that, as I 
war working hard for business, it must 
be that I was doing work at fair, if not 
low prices; that the accessories I sell, 
must be low in price, also. My district 
consists of people of the thrifty class, 
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epartment. of 


BETTER BUSINESS 


— Conducted by RayW. Sherman 
A Car a Day Keeps the 


Away 











The sheriff’s star is seldom a lucky one 


A Car a Day 
Keeps the Sheriff Away 


Mighty few dealers can sell and 
deliver a car a day now. 


But intensive, systematic selling 
work this Winter will sell several 
cars a day in May and June. 


Many people who won’t buy now 
will purchase in the Spring—and of 
you if you solicit them repeatedly 
now. 


A “Yes” in May is worth six 
“Noes” to-day. 























most of whom have been on a buyers’ 
strike for fair, these past few months, 
laying up their cars even though the 
weather was mild, rather than come in 
for repairs, winter accessories and 
changes. They were going to wait for 
lower prices in service just ag they did 
for their shoes and clothing and coffee.” 


“Results Not Excuses” 


A dealer has a large imitation leather 
sign on the top of his mahogany desk 
which reads, “Results, not Excuses.” 
Now when a salesman comes in to tell 
that he falls down on a deal the dis- 
tributor merely points to the sign. And 
of course a word to the wise is sufficient 
and there are not as many excuses as 
there used to be, while the results are 
quite satisfactory. 


Have a Slogan to Show 
the Customer the Way 


An automobilist, plainly in need of 
service, hailed a police officer the other 
day, pleading for information as to the 
nearest source of help. “Just 300 steps 





up that street,’ said the officer. The 
driver of the car hastened away and got 
fixed up, and then mentioned to the 
manager of the station the peculiar re- 
ply he got from the officer. The manager 
smilingly told that he has been using 
the slogan, “Just 300 steps from Third 
Street” for some time in every possible 
way and on every occasion he can, with 
the result that his little station on a side 
street in an outlying district is about to 
be doubled in size. The manager said he 
had not especially mentioned the slogan 
to this or any other policeman,” but the 
officer must have gotten it, like the rest.” 


Use the Telephone—If 
You Can’t Come 
Yourself 


A service station manager recently 
consulted with the telephone company 
managers for the loan of a switchboard, 
to use in a special windew. trim he 
planned. While he didn’t get the board, 
he got something just as good, and also 
is willing that other service station own- 
ers and managers may have the benefit 
of the idea. The telephone company as- 
sisted him in making up a dummy 
switchboard. He borrowed a wax dummy 
from a friendly dry goods merchant in 
his town. The result was a large win- 
dow display, showing a girl operating a 
switchboard, and a large, well-executed 
sign, saying: “This business is never 
closed to the telephone.” Another sign 
read: “If you can’t get here, use the 
telephone to see us.” 


Keep Your Windows 
Well Washed 


“My friend over the way in the in- 
famts” apparel store, showed me somc- 
thing the other day,” said the manager of 
a small service and accessory station in 
one of the qutlying sections of a large 
city. “He became cohvinced that some- 
thing was wrong with his displays. His 
Manager, a woman, found the answer. 
The displays were not only often lifeless 
in appearance, even though wax figures 
were used, but they often become soiled 
and dusty befdre anyone in the store 
notices it. Now, in a service station, it 
is decidedly easier for a display to be- 
come untidy than in a garment store, 
hence all the more need for watching 
windows—I might also say, washing win- 
dows. I plead guilty and am glad to pass 
on the tip.” 
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638,088 


ON’T forget the livery and express 
proprietors. If there is a livery 
stable in your territory it’s dollars to 
doughnuts that it is almost out of busi- 
ness. If you will take to the proprietor 
he will say that the automobile has ruined 
him. Tell him, “Nothing of the sort; that 
the automobile will make him if he will 
give it the chance.” Set him up in the 
express and taxicab service with as many 
cars and trucks as he and his town need. 
Warehouse men, livery, express and 
storage and transfer men all come in 
the same class, and when you have 
talked to one you will likely get a lead 
to all the others. These are people who 
can make money out of the usé of auto- 
mobiles and you can make money out of 
selling them cars and trucks if you will 
try hard enough and often enough. These 
may be hard people to sell, but keeping 
everlastingly at it brings success.— 
General Motors Acceptance corp. 


Provide a Box for Small 
Articles of Customer 


It has been found very handy to avoid 
the loss of small articles and equipment 
when a customer’s car is brought into 
the service station by putting them in a 
box 6x6x4, locking it and giving the key 
to the owner. An extra room is kept for 
the boxes. The owner’s name and name 
of the car is on a tag that is attached 
to the box.—Repairman, Algoma, Wis. 


A Barrel Churn for 
Washing Chains 


Every motorist likes to have his chains 
washed before he puts them in his car 
but it is some job to wash them. One 
dealer has an old style barrél churn 
that does the trick in a jiffy. The cus- 
tomers appreciate it and it saves his 
men considerable time.—S. E. Gibbs, Col- 
fax, Ia. 


Impressive “Don’ts” 


The Colfax Co., of Fort Wayne, Ind., 
in announcing a used car sale, found it 
profitable to run the following list of 
“Don’ts” in the advertising for the sale: 

“DON’T in particular fail to at least 
come in, that you may appreciate our 
own enthusiasm. 

“DON’T forget that we are open eve- 
nings and Sunday. 

“DON’T get it into your head that we 
haven’t the car you have in mind—we 
HAVE. 

“DON’T think new cars are to be 
plentiful this Spring—they AREN’T.” 


He Let the Farmers 
Do the Work 


Most country dealers have a number 
of customers who want to bring their 
cars into the shop and do their own 
work, In a number of cases the farmer 
boys are about as competent as the 
workmen so considerable friction re- 
ults. One dealer solved the problem by 
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MOVING - STORAGE 


The “fast mover” gets the business 


638,088 


How many Livery, Storage and 
Transfer firms are in your terri- 
tory? There are 638.088 in the 
United States. 


Take a census of your warehouse 
and express men. Discover those 
who have horse rigs or old models 
of trucks or passenger cars. 


Six calls on each this Winter lay 
the foundations for making one- 
call sales in the Spring. 




















fitting up a stall just outside the shop 
with a bench, vise and hoist and letting 
users work in it. Tools were checked 
out at ten cents an hour. Work which 
could only be. done on the lathes and 
higher-priced equipment was done in 
the shop at usual figures. In this way 
some work was secured and many parts 
and supplies were sold.—S. E. Gibbs, 
Colfax, Ia. 


Sells Manifold Heaters 
When He Starts Cars 


On cold winter mornings the average 
dealer gets many calls to start cars. An 
Iowa dealer takes a manifold heater in 
his pocket and demonstrates it on such 
occasions. He has converted over half 
his trips into sales and thus secured a 
double compensation.—S. E. Gibbs, Col- 
fax, Iowa. 








A Bigger Market for 
Your Ideas 


8 pe idea in your own mind is one 
idea. That same idea given to 
other men through the Better Busi- 
ness Department of Motor Age be- 
comes thousands of ideas. 

Ideas help us all. They are the be- 
ginning of money-making plans. The 
smallest good thought may lead to a 
big result. Just as you are getting the 
good ideas of others through this 
department, give them a chance to get 
square with you by using one of 
yours. For the trouble of writing the 
idea Motor Age will send you ONE 
DOLLAR and you have the satisfac- 
tion of having done the industry a 
service. 
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Keep Check on the Time 


Given to Interviews 


In Madison, Wis., a number of service 
stations have put up a card where it 
may easily be seen by customers and 
others—mostly “others,” as follows: 


TIME CHECK FOR INTERVIEWS 
Maximum Allowance 


Min- Sec- 
Hours utes onds 
Friendly calls today........ “aud 2 1 
Friendly calls tomorrow 1 wre ae 
Friends with schemes.... .... cia 2 
Friends with schemes 
and the ground floor 
Wr PO 223 tun 4 I % 
Friends who ask us to 
OU ake eS ae 30 
Friends who ask us to 
CEU on ee ? > ? 
Those wanting service... 24 24 24 
Those wanting to pay 
| | San eA Liens ROWE 60 60 60 


What Truck Dealers 
Can Tell Prospects 


HE Indiana Furniture Co. of Fort 

Wayne, Ind., pays an interesting 
tribute to the value of the motor delivery 
system in its business and this tribute 
might be used by truck salesmen in put- 
ting over sales. This is the way the 
furniture company sums up the benefits 
of automobile deliveries in a recent full 
page advertisement appearing in the 
local newspapers: 

“Our automobile delivery system has 
greatly increased the territory from 
which this store is enjoying patronage. 
In the old days of horse-drawn vehicles, 
we were limited in the expansion of this 
business by a much more restricted ter- 
ritory. Now, however, we are able to 
do a much greater volume of business 
by serving a territory several times 
larger with a resulting saving to us in 
the cost of our merchandise through 
larger quantity buying, which saving 
is reflected in our prices to you. The 
values we are offering during our Febru- 
ary sale are worth your traveling miles 
to see and we will take care of delivery 
so, no matter what your distance from 
the store, you can profit by this great 
February Sale.” 


Makes Advertising 
Praise Employees 


William C. Frank, dealer in building 
material and operating a service station 
in Medina, Wis., recently used a 6-inch, 
double-column advertisement in the local 
newspaper of the county, to publicly 
thank his employees—without a mention 
of his customers in any way—for their 
fidelity and painstaking zeal in the opera- 
tion of his service department. He espe- 
cially praised a young man, giving his 
name, who operates the service truck of 
the establishment, thus getting out among 
the people a good deal. Mr. Frank says 
this advertising paid like no other he has 
ever done in getting service business. 
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Planning and Bunlding Problems 


Heating and Ventilating Often Neglected 


Service Station Manager Objects to Radiators Placed 
High on Wall—Has Plan to Heat Floor 


HAVE been impressed by the lack of 

attention on the part of architects to 
two very important problems—heating 
and ventilation in service stations. 

In spite of the fact that most service 
work is done on or near the floor, radi- 
ators are still placed on the wall some- 
times at a considerable height and little 
or no attention is paid to heating the air 
close to the floor. 

Again in the matter of ventilation, most 
service stations today are little more than 
concrete boxes utterly devoid of any care- 
fully worked out plan for the disposal of 
poisonous exhaust gases and the admis- 
sion of fresh air in sufficient quantity to 
insure comfortable working conditions. 

We intend to erect a two-story repair- 
shop with the first floor used for automo- 
bile repairs and second as a machineshop. 
The first floor is laid out to service fifteen 
ears. I would like to have your opinion 
on the practicability of the following 
scheme of floor heating in addition to the 
regular radiating system. Through the 
center of each car space from wall to wall 
and between each car, I would like to run 
a line of steam pipes sunk just below the 
floor level laid in half section of soil pipe, 
Insulated by magnesia pipe covering on 
lower half and covered by steel plate 
about one-quarter in. thick, four or six 
ins. wide in sections of about five ft. long; 
the idea, of course, being to heat the air 
in immediate contact with the floor. 


Pipe to Carry Out Exhaust 


In regard to ventilation our present 
plans call for four 10 by 26 rectangular 
ducts running from floor to roof, with 
suction fans in each duct for the purpose 
of removing bad air caused by the coming 
and going of cars. 

To take care of cars that must be run in 
the shop, I had considered running a four 
in. iron pipe along the base of the two 
side walls with the connection coming out 
at each car space under the bench, these 
to be connected to the exhaust pipes of 
such cars as must be run in the shop. 

The proper admission of fresh air strikes 
me as one of the hardest problems and 
we would appreciate your suggestion on 
this and your criticism of the foregoing 
plans.—Danker & Donohue, Boston, Mass. 


Your letter is very interesting but you 
are, we think, a little hard on the archi- 
tects. As a rule you will find that very 
little attention is paid to heating and less 
to ventilating. Both these items increase 
the cost of building considerably and as 
architects are paid in proportion to the 
cost, it is not to their advantage to 
purposely omit anything. 


As regards floor heating, most one- 
story garages have no basement or at 
least only a pit, and cannot set any radi- 
ation below the water line of the boiler. 


Heat Would Not Be Even 


We are inclined to believe your scheme 
for heating the floor would work, but are 
afraid the heat would not be very even; 
the plates would be too hot and the 
spaces between too cool. If you can plan 
to excavate under your floor, especially 
where the workmen will be and under 


‘the entire floor if possible, the floor will 


absorb the heat given off by the mains 
and the boiler and give it off above, 
tempering the air nicely. It’s the cold 
floor laid on the ground rather than 
the air near it that is disagreeable; if 
the floor is warm the air will be quickly 
tempered unless there is a draft of out- 
side air blowing across it. The writer 
has a cement floor in his home which, 
is so nicely tempered by heating pipes 
in the basement that one can walk on it 
barefoot in the coldest weather without 
being chilled. 

Your proposition for ventilation would 
not give satisfactory results. When you 
start exhausting the air from a room, the 
air that comes in to take its place will 


Estimate on Cost of 


I have two lots on a main thoroughfare 
worth approximately $3,000. _. Will you 
please advise me how much it would cast 
to put up a garage 50 by 50 of material 
that is serviceable but not expensive. 
Would also like to know if building cor- 
porations loan on a construction of this 
kind and to what extent.—J. Weber, 595 
West 207th Street, New York. 


The cost of material and labor varies 
so much in different localities that it 
would be impossible to make an estimate 
on your proposed building. We would 
advise that you inquire of some carpenter 
or bricklayer in your vicinity and he 
will, no doubt, give you the name of some 
good reliable contractor. It is hard to 
say just what building materials would 
be the least expensive. Frame covered 
with stucco will cost less than brick, 


filter in from outside through the cracks 
around the windows, under the doors, 
ete. This fresh air having been cold 
settles to the floor in a layer upon it 
until it is gradually brought to the 
room’s temperature by radiation from 
surrounding air and objects and dilution 
of warmer air. 


Fans to Distribute Air 


If you want to go to the expense of 
installing fans the best protection is to 
take in fresh air from outside, pass it 
through heating coils and deliver it near 
the floor level. In this way you have 
your fresh warm air where it is wanted 
and there is a leaking of bad air through 
all the cracks and openings or through 
a provided ventilator in the roof. Another 
reason why your system would not be 
satisfactory is that the smoke laden air 
is warm and rises and would escape your 
exhausters until it became cooled and 
again settled to the floor. Natural venti- 
lation through outlets in the ceiling gets 
rid of the bad gases about as well as any 
system and costs nothing to operate; 
use in connection with heated incoming 
air as mentioned above nothing better 
could be asked for. 


P . uildin 
roposed Building 
but, of course, is less desirable and less 
durable in the case of a garage and will 
be liable to settle and sag out of shape 
within the course of a few years. 

Hollow tile costs about the same as 
brick but costs less to lay. However, a 
good job of hollow tile needs a cover of 
stucco and this brings the cost up about 
the same as brick. After all is said and 
done a pretty good job at a fair price 
is common brick and is about the best 
that you can hope to get. Judging from 
the cost of building in this vicinity the 
one you are planning to construct will 
run from about $10,000 to $16,000. 

Banks and builders will loan at pres- 
ent, to the extent of about 50 per cent 
of the total finished value. 
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Returns from Storage Garage Depend 
on Local Conditions 


Rate for Storing Regulated to Some Extent by 
A bility of Car Owners to Build Private Garages 


No. 310 


Q—We have read with a great deal of 
interest your different garage plans. We 
are planning to build a garage to store 
between 250 and 300 cars on an invest- 
ment of approximately $300,000.00. Of 
course, we will maintain a sales and 
service station in conjunction with this, 
but would like to get your figures, or 
have you put us in touch with some ga- 
rages of about that size in cities ranging 
from 25,000 to 100,000 population. 

What we would like to know is the 
number of cars they store and the amount 
they receive from storage monthly. We 
must show our bankers here that our 
storage is going to pay the interest on 
our investment before we can get the 
money to go ahead. We would like to 
have your advice on this matter. 

We would also like to have you make 
a sketch for us giving the layout of the 
show room and service station. We plan 
to build four stories high on a corner 
lot with a frontage of 102 ft. 5 in. on 
the main street, 193 ft. 2 in. on the side 
street, 184 ft. 5 in. opposite the 193 ft. 
2 in. side, and 154 ft. 2 in. opposite the 
102 ft. 5 in. side, and entrance to the 
garage on the 193 ft. 2 in. side. 

We want to operate the most modern 
up-to-date garage in this part of the 
country with a paint shop _ included. 
Would like to have your suggestions.— 
McCormick Motor Car Co., Williamsport, 
Pa. 

We are not familiar with any garage 
that is just the type you intend building 
and especially are we unaware of any 
such garage in towns of 25,000 to 100,000. 
In Los Angeles there is about completed 
a nine-story storage garage accommodat- 
ing 1000 cars, and charging $7 to $15 per 
month. New York has some large down- 
town garages, but Chicago as yet is with- 
out any such building. 


$15 to $20 Per Month 

Here, the outlying garages, of which 
there are hundreds, are almost invariably 
one-story buildings and pay very well, as 
much as $15 to $20 per month. 

If you have a congested downtown dis- 
trict or if land values are high, there is 
no doubt but what a four-story garage 
building would pay well, but without 
these conditions we have our doubts. 
What would be true in one town might 
not be in another, so you should size up 
your own conditions rather than depend 
too much upon practices in other cities, 
especially large ones. 


Apartment Dwellers Use Public Garage 

There is a wide range of storage 
charges in various cities, generally high- 
est in largest cities where the charge is 
$20 to $25 a month and lowest in small 
towns where $6 is sometimes a good 
price. We believe the price is determined 
a great deal by the ability of car owners 
to build private garages. In Chicago, for 
instance, where the bulk of the car-own- 
ing population lives in apartments and 
where there is no land on which to build 
private garages, public garages can 





charge almost any price within reason or 
not and get away with it. 

In a business of this kind there are 
two distinct lines or three, in the opinion 
of some. 

The garage should be entirely separate 
from the sales and service and the latter 
two may be separated or not, as desired. 

The best arrangement possible on this 
plot using all of one floor for storage is 
for slightly over one hundred cars, all 
cars being accessible to aisles. This 
would mean that with the entire second 
and third floors for storage and the first 
floor as we show it the building would 
hold 275 cars. 

Under these conditions the entire 
fourth floor would be used for shop pur- 
poses and in this respect the arrange- 
ment would be preferred to the one we 
show as there would be all the light and 
air the sky could supply. 

There are so many possibilities in a 
building of this kind that you would do 
well to think these over a good while 
before starting operations. We suggest 
that you turn over our layout to your 
architect to be worked over several dif- 
ferent ways. One arrangement which 
might result would be a basement in 
place of one of the storage floors. That 
would bring the shop down one story and 
save storage customers climbing one 
story which would be desirable. Keep 
your architect working on several sug- 
gestions like these until you have what 
you want. 
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No. 311 


BUICK SERVICE STATION 


We are planning a building, 40 ft. wide, 
72 ft. deep on one side, and 73 ft. deep on 
the other side, facing only one street, 
with no alleys. This is for a Buick sales 
and service station and two mechanics 
will be employed. A show window front 
for the display of two cars is desired and 
a parts’ shelving, size 10 by 15. We ex- 
pect to store from six to eight cars.— 
Meigs County Buick Co., Pomeroy, Ohio. 


In our opinion you should do one of 


two things, either discard your idea of 
storage in this building and devote the 
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entire rear part to service, or give it 
over to storage of new cars and sales. 
The space is not wide enough either way 
to devote to public garage purposes, but 
used all together would make a fair re- 
pair shop for chassis work-.only, exclu- 
sive of specialties or body work. 

As you can see by our diagram, six 
cars would eat seriously into the avail- 
able space leaving only a 20 ft. by 25 ft. 
area for service work. If eight cars 
were stored there would be only the 
narrow strip along the bench so that 
under good conditions no cars should be 
kept except those upon which work is 
being done. 
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BATTERY SERVICE 


I would appreciate your assistance in 
planning a building 50 ft. by 75 ft. to be 
used as a battery service station. Build- 
ing is to be constructed of hollow clay 
blocks, 5 in. by 5 in. by 12 in., with rough 
cast cement exterior, one story, no base- 
ment, and steam heating plant.—A 
Reader. 

In a battery service station that pre- 
tends to be up to date and well arranged, 
there are several distinct departments. 
When a customer comes in he meets the 
inspector in the service or shop office 
who tests the battery and tells him what 
it needs. This shop takes care of all the 
details of receiving, delivering, making 
charges, etc., and should be convenient . 
for the customer to reach. 

The driveway should be arranged to 
bring cars up to this point with as little 
fuss and congestion as possible. We 
believe there is no reason why the 
battery repairs are being made and the 
best way to avoid the possibility is to 
avoid having the space. Consequently, 
space for a few cars is ample except in 
very large stations. 


Besides this most important feature, 
stockroom, storage facilities both live 
and dead and charging arrangements are 
necessary. Usually these departments 
are all together in one room, but if they 
are arranged with a view to make the 
department fit the order of the processes, ° 
much time will be saved. 

A small salesroom with window dis- 
play is also a good plan as it can be run 
in connection with the general office for 
the sale of accessories and batteries, thus 
relieving the service office of that detail. 
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Changing Magneto 
Rotation 


Q—Publish method of changing a Bosch 
high tension magneto from anti-clock- 
wise to clockwise or from clockwise to 
anti-wise.—Maxwell Lewis, Greenville, 
Ala. 


The proper setting of the armature is 
the secret in reversing the rotational di- 
‘rection of a Bosch magneto. 

The magneto should be placed in posi- 
tion on the bed plate or pad provided 
for it, the bolts or straps being properly 
secured. The driving gear or coupling, 
however, should be loose on the arma- 
ture shaft. 


Care Must Be Taken 


The dust cover, which is an aluminum 
plate located under the arch of the mag- 
nets, should then be removed, and this is 
accomplished according to the design of 
the various types of magnetos. 

In some designs it will be found that 
the dust cover is secured in position by 
means of screws, while in others it is 
held by means of spring catches. If the 
latter is the case, the cover may be 
sprung off by the use of a screw driver 
blade. The operation should be attended 
with the greatest possible care in order 
to guard against the possibility of injur- 
ing the winding through the slipping of 
the tool. It is also essential to prevent 
the small screws:or any other foreign 
body from falling into the armature tun- 
nel while the dust cover is off. 

The engine should now be cranked un- 
til one of the pistons—preferably that of 
cylinder No. 1—is at the top of the com- 
pression stroke. 

With the engine in this position, the 
armature should be rotated by hand in 
the direction in which it will be driven 
until it is approximately in the position 
illustrated in Fig. 1. 
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The Readers’ Clearing House 


T HIS department is conducted to 
assist Dealers, Service Stations, 
Garagemen and their Mechanics in 
the solution of their repair and serv- 
ice problems. 

In addressing this department read- 
ers are requested to give the firm 
name and addres. Also state whether 
a permanent file of MOTOR AGE 
is kept, for many times inquiries of 
an identical nature have been asked 
by someone else and these are an- 
swered by reference to _ previous 
MOTOR AGE reserves the 
right to answer the query by personal 
letter or through these columns. 
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The setting of the armature is deter- 
mined by the dimension marked “e” 
Fig. 2 as follows: 


FOR FOUR-CYLINDER ENGINES 
21/64to % inch 
33/64 to 11/16 inch 
Sepatseknannccigweuisepe dete 3/32 to 21/32 inch 
19/64 to 21/32 inch 
% inch 


3/32 to 21/32 inch 

DU3 Model 4 21/64 to 33/64 inch 
DU4 Model 4 % to 29/32 inch 
DU6 . 19/64to % inch 

FOR TWO-CYLINDER ENGINES 

5/32 to 21/64 inch 

21/64 to 33/64 inch 

23/32 to 19/64 inch 

5/32 to 21/64 inch 

21/64 to 33/64 inch 

23/32 to 19/64 inch 











| Anti-clockwise 








Figs. | and 2—Driving end views of Bosch DU4 magneto showing 
dimension C for both clockwise and anti-clockwise rotation 
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15/16 to 33/64 inch 
5/32 to 21/64 inch 
15/16to % inch 
23/32 to 19/64 inch 
These settings represent an advance of 
from 15/16 inch to 29/32 inch on engines 
of 3/16 inch stroke. 

With the armature held in the proper 
position, the gear or coupling should be 
secured. The greatest care should be 
exercised to prevent the slipping of the 
armature during this operation. 

The driving shaft of a Bosch magneto 
is tapered and if the part that is attached 
to it is accurately tapered to correspond, 
the setting up of the nut should be suf- 
ficient to retain the armature in the 
proper relation. The driving shaft is 
provided with a key-way, and a Woodruff 
key may be used if it is considered ad- 
visable. : 

This operation of setting establishes a 
definite relationship between the arma- 
ture and the crankshaft, the result be- 
ing that the current produced by the 
magneto will be at its maximum when 
the piston is in the firing position. 

It should be noted that an exact setting 
may be obtained by experiment. 


DU3 Model 4 
DU4 Model 4 


ENGINE MISSES 

Q—What causes an engine to miss 
where the spark is fully advanced on a 
Bosch magneto but which runs all right 
when spark is retarded half?—Fay E. 
Raymond, St. Cloud, Minn. 

This trouble is probably caused by the 
amount of spark advance. With magneto 
ignition in order to make it possible to 
vary the time of the spark, the circuit 
breaker housing is so arranged that it 
can be rotated around its axis. The tim- 
ing range is usually about 35 deg. In 
your case it is very probable that the 
amount of advance is so great with the 
spark lever in the maximum position that 
the engine will not fire. 


EXCESSIVE CHARGING RATE 


Q—What electrical system is used on 
a Scripps-Booth Six? 

2—The Scripps generator charges the 
battery at about 20 amp. when cold but 
does not decrease after warming up. I 
am of the opinion the battery might be 
injured. Is 20 amp. too much for a battery 
on runs of 10 miles or so without any 
stops?—Peter J. McClennehan, Shreveport, 
La. 

1—Remy starting, lighting and ignition 
is employed on this car. 

2—The Remy system used is provided 
with a thermostat as protection against 
continuous high charge rate. The maxi- 
mum charging rate is 18 to 20 amp. from 
a cold start and this is reduced by 
thermostatic control to approximately 14 
amp. after a period of running depending 
entirely upon the speed and the atmos 
pheric temperature. The reduction ma) 
therefore occur within a few minutes or 
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Wiring Diagram Allen 34—Westinghouse System 
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not at all if the weather is cold and the 
stops are frequent. If the thermostat 
is in good condition and has not been 
hampered with it will always reduce the 
charging rate before the battery reaches 
an excessive temperature. Before mak- 
ing any adjustments or changes whatever 
it would be advisable to run the engine 
at a speed corresponding to a car speed 
of about 20 m.p.h. in the garage so the 
engine will have a chance to heat up. 
When the temperature of the thermostat 
reaches about 175 deg. the blades will 
bend and a resistance will automatically 
be inserted in the field circuit and thus 
reduce the charging rate. 


ALLEN WIRING DIAGRAM 
Q—Publish wiring diagram of Allen 34. 
—A. E. Norton, Newton, Kan. 
1—Wiring diagram is shown in Fig. 3. 


FLUCTUATING LIGHTS 


Q—What causes the lights to flare up 
and down when speed is changed in 
engine of both old and new Buicks? | 
have tried different batteries, examined 
the wiring and all contact points but am 
unable to locate the _ trouble. Have 
noticed this trouble on those that have 
the vibrator under the dash but cannot 
find anything wrong.—Beardstown 3at- 
tery Service Co., J. C. G., Prop., Beards- 
town, Ill. 

This condition of the lighting is 
usually a result of a weak battery or 
loose connections. We advise going over 
the generating circuit carefully being 
sure to see that the battery terminals 
are tight and the ground connections 
intact. It is possible that the cutout is 
not working properly but if so it would 
probably cause fluctuation of the am- 
meter. 


LIGHTS FLARE UP 


Q—The lights of a Chevrolet 490 1920 
model dim to about half their full 
trength when the engine is idling, and 
nerease to their full strength when the 
engine is speeded up to 20 or 25 m.p.h. 
‘ut show at full strength when the engine 
s still. This condition exists when the 
\attery is nearly fully charged, that as it 
starts the engine without trouble on cold 
mornings, and using the spot lights at the 
same time the headlights are turned on 
coes not affect the headlights that is 
when the engine is still, which in my 


opinion shows that the trouble is not with 


the battery. I have inspected the connec- 
tions and find them apparently tight. How 
can the trouble be corrected?—Gilbert B. 
Keys, Baltimore, Md. 

The first thing to do is to test the 
battery to be sure that it is fully charged. 
The fact that the starting motor revolves 
fast enough is not an indication that the 
battery is fully charged. Test the gravity 
and also apply the cadmium or heavy 
discharge test. This will enable you to 
tell whether all cells are in good condi- 
tion or not. Also examine all connec- 
tions as a loose connection may cause 
the trouble. Allow the engine to operate 
at a speed corresponding to a car speed 
of about 15 m.p.h., turn on all of the 
lamps and remove either wire from the 
battery. If this causes the lamps to go 
out, a broken circuit is indicated be- 
tween the dynamo and the battery. If 
the lamps continue to burn dimly with 
the battery wire removed, it indicates 
insufficient output of the generator. 
Examine the wiring for partial short 
circuits, dirty connections, loose wire 
strands, wires hanging by only a few 
strands or accidental grounds. It would 
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be advisable to make a careful test of 
the cutout to be sure that it is function- 
ing properly. 


STARTING MOTOR TROUBLE 


Q—tThe starting motor on a Buick E 45 
will not turn the engine over fast enough. 
The battery is fully charged. How can 
the trouble be remedied?—Arthur L. 
Woertz, Goodfield, Il. 

Starting motor action of this kind is 
usually caused by a weak battery, poor 
commutation or a failure of the bush 
action during the operation of motoring 
the generator. Since the battery is fully 
charged and the brush contact is appar- 
ently good it is advisable to examine 
the brush action during the cranking 
operation. When the starting pedal is 
fully depressed the motor clutch gears 
are brought into operation and a small 
pin which allows the motor brush switch 
to make contact on the commutator is 
removed. 

At the same time the generator switch 
is supposed to break contact. It seems 
likely that the generator switch is not 
breaking contact and as a result the 
entire generator element remains in the 
circuit during the cranking operation. 
If you will remove the plate so as to 
gain access to the brushes it will be a 
very simple matter to clean the parts 
thoroughly so the correct action will 
not be hampered by sticky grease. 


VOLTAGE OF GENERATOR 


Q—What is the voltage of the average 
6-volt ignition coil? 

2—What is the voltage of generator 
used for starting, lighting and ignition?— 
Frank Sinka, R. 3, Algona, Wis. 

1—The voltage obtained from the sec- 
ondary of an ignition coil is very high. 
Measuring the length of the jump spark 
will give an approximation of the volt- 
age or it can be measured with a high 
frequency meter. Refer to page 40 of 
the Feb. 17 issue and you will find the 
description of a means of measuring the 
jump spark. 

2—The so-called 6 volt generators that 
are used for generating the current for 
the automobile electrical systems gen- 
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Sectional View of Buick Carbureter on 1919 Briscoe 


HOT AIR INTAKE 


CHOKE LEVER 


erate about 8 volts as a maximum. All 
of the dynamos are provided with volt- 
age regulation the most common form 
being a third brush. In this way it is 
possible to adjust the charging rate of 
the generator from minimum to maxi- 
mum by simply changing the position of 
the third brush on the commutator. 
BRISCOE CARBURETER 
MENT 
Q—A 1919 Briscoe 4 equipped with a 
Buick carbureter starts easily, runs cor- 
rectly for about 5 miles and then starts 
to miss. The carbureter has been re- 
moved and thoroughly cleaned and the 
gas line has been found free from ob- 
structions. Give the adjustment of this 
carbureter.—Wm. Happe, Topeka, Kans. 


ADJUST- 


In the Buick carbureter shown in 
Fig. 5, the float chamber surrounds, the 
aspirator which is in the form of a hol- 
low tube with very small holes in the 
side toward the intake of the engine. 
The air coming into the carbureter 
strikes a hinged plane which is raised 
or lowered as the amount of air is in- 
creased or decreased. This hinged plane 
is connected with the hollow aspirator 
tube which rises and falls with it as the 
quantity of air changes. As the aspirator 
tube rises in its guide more of the holes 
are uncovered and more gasoline is 
drawn into the intake pipe. This con- 
struction is for the purpose of obtaining 
the correct mixture under all conditions. 


Auxiliary Dash Control 

At the top of the carbureter, the auxil- 
iary dash control is fitted. This is 
simply a damper which admits additional 
air to the mixture. By opening the 
throttle as far as possible the leanest 
running mixture will be secured. The 
choke which is also operated from the 
dash reduces the air supply by closing 
a damper in the air intake and at the 
same time raises the aspirator tube and 
allows additional gasoline to be taken 
into the engine. The choke can be used 
when starting during cold weather and 
if necessary held partly out until the 
engine is warmed up. 

The float chamber may be drained by 
removing the plug at the bottom. The 


IDLING MIXTURE ADJUSTMENT 
THROTTLE CLOSING ADJUSTMENT 


THROTTLE LEVER 


THROTTLE 


FLOAT 


FLOAT CHAMBER 


DRAIN PLUG 


only adjustment provided is for the 
idling mixture. The auxiliary air cap 
can be removed from the top of the car- 
bureter and by turning the screw directly 
under it to the right the mixture will 
be leaner and by turning to the left, 
richer. It is always advisable not to 
change the carbureter in any way until 
you are perfectly satisfied that the 
trouble is*not with the engine or ignition 
system. Make an examination of the 
joints between the carbureter and intake 
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manifold and between the intake mani- 
fold and cylinder block. 

Frequently, leaks at these connections 
cause too lean a mixture and the trouble 
is ascribed to the carbureter. Check the 
ignition system for loose connections 
and short circuits. Very often a loose 
connection will not produce any notice- 
able effect until the engine runs fast 
enough to develop considerable vibration 
and thus cause a momentary open or 
short circuit. 


FITTING NEW PISTONS 

Q—Is it better to have a cylinder block 
rebored or reground than to fit new 
pistons by the lapping in process?—- 
Arthur L. Woertz, Goodfield, Ill. 

It is always advisable to have the 
cylinder block rebored or reground if 
possible because it insures getting an 
absolutely true cylinder bore. If the 
lapping-in process is used there is a 
tendency for the piston being lapped in 
to follow the old hole. When cylinders 
are in bad enough condition to warrant 
refitting oversize pistons and rings they 
will nearly always be found out of round. 


Lapping Not Satisfactory 

Lapping will not correct this condition 
and therefore the only way a good job 
can be secured is to regrind or rebore. 
After the pistons are fitted the car should 
be handled carefully until the engine has 
been run in in good shape as its con- 
dition is practically the same as a new 
engine. 


Machinery for Surfacing Car Before Painting 


hes there on the market an automatic 
device for sand-papering and polishing 
the surface of a car body in preparation 


for a new coat of paint?—W. L. 
Miles City, Mont. 

There are many devices that can be 
most advantageously used in the sanding 
or rubbing of flat horizontal surfaces, 
like table tops, piano panels, etc., but we 
know of none that is suited to the job 
shop work on automobiles. There is a 
great need for such a machine, however, 
and the automobile painting trade would 
welcome one most joyously. 


The present type of machine that is 
suited for the work in furniture and 
piano factories weighs all the way from 
9 lb. up, and the heavier types are sus- 
pended over the work. They operate at 
comparatively high speeds and for this 
reason an auxiliary water supply is car- 
ried to keep the work flushed with water 
and cooled. The pads and sanding biocks 
are flat and, therefore, not suited to 
shape themselves to the curved and 
moulded panels on an automobile. The 
workman who could hold even a 9 Ib. 
tool of this type in his hand and rub 
down a vertical curved surface of any 
size to the degree required in rubbing 
the second or third coats of color varnish 
on an automobile would be a rare indi- 
vidual. 


In sanding a moulding or curved panel 
on an automobile the sandpaper can be 
shaped with the hand so that it will fol- 
low the curvature of the surface. In 
rubbing with a rubbing stone the stone 


Enge, 


itself soon wears down and fits itself to 
the curvature of the surface, and it can 
be cut and shaped with a knife so that 
it will fit any shape or curvature. In 
rubbing with the pad and pumice stone 
the same condition exists as with the 
sandpaper as here the soft felt pad will 
follow the shape of the surface. The 
rubbing “feet” on the above mentioned 
machines are not adapted to the work 
of following the curvature of a curved 
surface, and hence are used chiefly on 
flat ones where the panel to be rubbed 
can be placed in a horizontal position 
urder the rubbing machine. 

On page 31 of the June 3rd issue of 
Motor AcE a similar device was described 
as being in use at the Franklin factory— 
its weight is shown as 20 lbs. against 
the weight of 9 lbs. of the one described 
here, but for job shop use. What we 
have just said about holding a 9 Ib. 
tool while rubbing will go twice as 
strong for a 20-lb. machine. In the 
picture shown at that time the workman 
is resting the device upon the work, and 
the body is tipped so that it can be 
done. But this cannot be done in the 
job shop as here the body is very seldom 
removed, and the work of doing it would 
more than offset the labor in rubbing 
saved. 


Your inquiry states that you wish to 
apply a new coat of paint, so from this 
we infer that your problems are those 


of the job shop and not those of the 
manufacturer. 
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Cross Sectional View of Marmon Engine 
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CAR JERKS 


Fig. 6 


Cutaway View of National Engine 
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Q—What is the r. p. m. of the new Mar- ' 


mon 34, and National Sextett? 
2—Publish a view of both engines. 
3—What is the diameter of the crank- 
shafts on these engines? 
4—Are aluminum pistons used in both? 


5—Explain the oil-less bushing as used 
by these cars. 
6—A 1919 5-passenger Buick clutch 


seems to grab when starting in second 
gear. Car starts with a jerky motion 
even when using great care in letting in 
clutch. What causes the trouble and how 
can it be overcome?—R. E. Gibbons, 
Cleveland, Ohio. 

1—The Marmon engine develops a 
maximum of 80 hp. at 2450 r.pm. The 
National engine develops 71 hp. at 2600 
r.p.m. 

2—A view of the Marmon engine shown 
in Fig. 6, the National engine in Fig. 7. 

3—The Marmon crankshaft is 2% in. 
in diameter and the National crankshaft 
is 2144 in. in diameter. 

4—Aluminum pistons are not used in 
either engine. 





na Pa. ae Pay 





Fig. 7 


5—The jerky action when the clutch 
is allowed to engage is not necessarily 
clutch trouble. We are very much in- 
clined to believe that it is engine trouble. 
Often times the engine loads up when 
running at low speed and when the 
throttle is opened after shifting gears 
the engine does not pick up smoothly and 
results in a very jerky action that might 
appear to come from the clutch. 


Examine Spark Plugs 


Spark plugs should be examined to see 
that the gap between the electrodes is 
.020 in. and to see that the plugs are 
perfectly clean. The carbureter should 
be adjusted so that the engine will pick 
up smoothly when the throttle is opened 
after the engine has been idling. In 
most cases of this kind the action ob- 
tained is largely dependent upon the 
driver and many complaints registered 
are due to faulty driving rather than 
faulty units. 
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OAKLAND VALVE TIMING 


Q—wWhat is the correct valve-timing for 
a 1914 Model, Oakland Six? 

2—What is the correct valve-timing for 
the same model for track work?—Fay E. 
Raymond, St. Cloud, Minn. 


1—The correct valve timing of the 1914 
Oakland six is as follows: Intake opens 
15 deg. after upper dead center and 
closes 38 deg. after lower dead center. 
The exhaust valve opens 45 deg. before 
bottom dead center and closes 10 deg. 
affer top dead center. 

2—The correct valve timing to be used 
for racing purposes is best determined 
by actual trial. The timing should be 
advanced some which may be accomp- 
lished by advancing the timing gears one 
tooth. The engine will give better re- 
sults at high speed but of course will not 
function as well at low speeds. 


KNOCK AT 22 M.P.H. 

Q—A 1920 Nash Six has an engine knock 
which appears at a speed of about 22 
m.p.h. when under load. When this speed 
is attained on level road and only suf- 
ficient gas is used to maintain speed the 
Knock disappears. Knock is noticeable at 
higher speeds, but disappears with full 
retarding of spark. All engine bearings 
have been inspected and are apparently in 
good condition. Engine has long pistons. 
Give cause and remedy.—H. E. Grebe, 
Sioux Falls, 8. Dak. 


The. knock is probably piston slap. It 
is very possible that the piston rings are 
apparently tight and yet the piston may 
be worn enough to give a decided slap. 
The fact that the knock occurs when the 
car is traveling at a speed of approxi- 
mately 22 m.p.h. and under load and that 
retarding the spark will overcome the 
trouble entirely seems to indicate that 
the spark is too far advanced for the load 
conditions. The present day fuel is re- 
sponsible for many of the knocks and it 
is not improbable that the fuel is con- 
tributing to the conditions causing the 
trouble. There are so many possible 
causes for a knock that it is impossible 
for us to, do any more than treat the 
subject in a general way. A process of 
elimination will have to be resorted to 
until the knock is located. 


PAINTING GALVANIZED IRON 
FENDERS 


I had two fenders made out of galvan- 
ized iron for a Buick and as I understand 
it is difficult to get paint to stick on 
galvanized iron, can you suggest what 
solution to use before painting to over- 
come this difficulty.—Walter Peterine, 
Echo, Minn. 

The difficulty mentioned can be suc- 
cessfully overcome by the use of a good 
metal primer. You gdo not state what 
color you want to paint the fenders, but 
if black procure a black metal primer. 
Wash off all grease with gasoline and 
then sand down the rough, rusted or 
corroded places with No. %4 sandpaper, 
and give the surfaces a coat of this metal 
primer. When this is dry apply a coat 
of solid covering air-drying black enamel 
—and black motor car enamel will do 
that will cover well in one coat. 

This method will not give you an ex- 
ceptionally fine finish but will not doubt 
be good enough to match the other sur- 
faces on the car. 
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Installing Ford Axle Gears 


Q—What would be the speed of a Ford 
chassis with 3 to 1 gears? How are they 
installed? 


2—What is the speed of the Dodge, Es- 
sek and Hudson? 


3—How are Fordson valves installed in 
a Ford racer? Do. they increase speed 
and power and if so, how much? Would 
a larger carbureter and manifold have to 
be used?—Abe Law, Indianola, Iowa. 


1—A Ford car equipped with 3 te 1. 


gears ought to make better than 60 
m.p.h. 


In changing the gear ratio of the rear 
axle it is.necessary to change both 
pinion and ring gear. 


-The first thing to do in removing the 
rear axle is to raise the weight of the 
rear end of the car. This is best done 
by placing the car under an I beam 
to which a chain fall is attached and 
having .inserted the fixture shown in 
Fig. 8, attach the chain fall and draw 
up the body as shown. Next remove the 
floor boards and withdraw the cotter pins 
from the two bolts which hold the uni- 
versal ball cap to the transmission cover. 
It will be necessary to get under the car 
to run off these two bolts. Next break 
and withdraw the wire from the cap 
screws in the lower side of the collar 
and run out the cap screws. Disconnect 
the brake pull rod at the control shaft 
arms by withdrawing the cotter pin and 
tapping the points of the yoke. This 
clears the front end of the axle assembly. 

There are two ways of disconnecting 
the spring from the axle: 1, by remov- 
ing the wheels, taking the nuts off the 
spring perch, and the other, leaving the 
wheéls on and removing the spring hang- 
ers. Since there is nothing that can be 
done to the spring perches unless they 
are to be rebushed, it is advisable to re- 
move the spring hangers. By raising or 
lowering the body with: the chain fall 
the strain may be taken off the hangers. 
Withdraw the cotter pins and run off 
the nuts on the hangers. They may then 
be drawn out of the*perch and spring. 
The axle may now be drawn backwards 
by grasping it near the center and giv- 
ing it a sharp pull. The drive shaft 
drops down upon the truss rod which 
will hold it until the repairman gets be- 
tween the wheels of the car from which 
position he may raise the drive shaft 


eee 


Fig. 10—Handy stand to hold the 
rear axle assembly while it is being 
assembled 


Fig. 8—Method of lifting the rear 
end of a Ford to aid in removing the 
rear axle 














/ 


boy 
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Fig. 9—Details of the fixture shown 
in Fig. 8 








housing and with this acting as a handle 
he may push the assembly to any con- 
venient place. 


Besides the wrenches and small tools, 
it is necessary to have an assembly 
stand, repair bench, a wash _ tank, 
straightening press and arbor to do a 
thorough, quick job on a rear axle. Fig. 
10 shows a convenient stand for tearing 
down and building up assemblies. 


Wheel the assembly to the rear of the 
assembly rack where two men may lift 
it into the position shown in Fig. 10. Re- 
move the hub cap from the right wheel: 


Fig. 11—Disassembling the differen- 
tial 


If 
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it sticks, tapping it around the 

threaded end will break it loose so that 
it may be easily turned off. The wheel 
is held on the taper shaft by means of a 
nut. Remove the cotter pin and run off 
this nut. As the nut forces the wheel 
well onto the taper, it is usually neces- 
sary to force the wheel off with a wheel 
puller which can be obtained from the 
nearest branch. In the same way remove 
the left wheels. Next, remove the nuts 
from the front end of the radius rods. 

These nuts are cotter-keyed into posi- 
tion. Remove the nuts from the studs at 
the base of the drive shaft and withdraw 
the drive shaft and housing assembly 
from the rear end. If it sticks, drive it 
off by striking a brass bar which is held 
against the nut on the drive shaft roller 
bearing house. See Fig. 12. This as- 
sembly is then removed to the work- 
bench where it is further dismantled. 
Drive the keys out of the ends of the 
shafts and remove the retainer from the 
end of the housing. The felt washer and 
roller bearing should next be withdrawn. 
Next, remove the bolts which hold the 
rear axle housing together. The hous- 
ings may then be pulled off the shaft. 
Before removing the universal joint with- 
draw the cotter pin and run off the nut 
which holds the drive pinion on the 
shaft. . 

To remove the gear from the drive- 
shaft it is only necessary’ to let the 
assembly drop onto a block of lead, the 
jar causing the gear to spring off the 
taper. After the axle housing has been 
removed the differential and shaft as- 
sembly should be held in a vise as shown 
in Fig. 11. The wires withdrawn from 
the three studs and the nuts are run off. 
The assemly may be split in the middle 
by raising the top shaft. Next, remove 
the spider and the three spider gears, 
take the shaft out of the vise and lift it 
out of its half of the differential case. 
The ring gear can then be removed and 
the new gear to provide the proper gear 
ratio can be installed. In removing the 
ring gear remove the wires from the cap 
screws and then run them out, the gear 
may now be tapped off of the case with 
a lead hammer. In replacing the gear 
be sure that the gear and the case are 
both clean, as a slight amount of dirt 
.or burr will cause the gear to run out. 
Start all of the cap screws before tight- 
ening any of them down. 


Fig. 12—Method to be used to remove 
the base of the drive shaft in case it 
is rather difficult to loosen 
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2—Under average conditions the Dodge 
car will make about 55 to 60 m.p.h. The 
Essex about 65 m.p.h. and the Hudson 
about 70 m.p.h. 

3—As far as we know Fordson valves 
have not been installed in Ford cars re- 
built for racing purposes to any great 
extent. It is possible to increase the 
valve size of the Ford car a small amount 
and we believe it would be advisable to 
use the Dodge valve in preference to the 
Fordson valve. When the cars are to be 
used for high speed work larger sized 
carbureters will give better operation. 


HOLLEY CARBURETER 


Q—Publish a cross sectional view of the 


Holley carbureter for Fords and explain 
how it operates.—A reader, Idaho Falls, 
Ida. 


The Holley carbureter shown in Fig. 
13 is of the no-moving-parts type. In 
this carbureter three distinct actions are 
obtained which blend one into the other 
as the speed of the engine varies. The 
proper blending of --ese operations. give 
the correct proportion of air and 


£as 
throughout the range of speed of the 
engine. When the engine is running 


slowly or when it is being started, the 
gasoline is drawn from the pool in the 
spraying nozzle body through the low 
speed tube and the drill hole A mixing 
with more air at the throttle plate. 

As the throttle plate moves away from 
the hole A when speeding up the engine, 
the suction on A drops off and the low 
speed tube draws less and less gasoline 
until the flow finally stops. In the mean- 
time the pool of gasoline in the spray 
body nozzle body has been agitated by 
the increased suction at the strangling 
tube until the pool finally disappears, 
the gasoline being introduced into the 
mixing chamber in the form of a spray. 
As the suction increases the third action 
begins to take place. Air from the vent 
hole:-H is drawn through the hole C 
thence through four holes D to the spray 
nozzle. This air rushing through the 
nozzle displaces part of the gasoline, 
thereby counteracting the tendency of 
the strangling tube to draw too rich a 
mixture at the higher engine speeds. 


WILLYS-KNIGHT CARBURETER 

Q—Give adjustment of the carbureter 
used on the 1920 Willys Knight?—J. 
Loomis, Middletown, Ohio. 

Changes in carbureter adjustment 
should only be made for the varying 
seasons as a slightly leaner mixture of 





Fig. 14—Cutaway view of the car- 
bureter on 1920 Willys Knight 
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gasoline with the air 
summer than for winter driving in 
temperate regions. To adjust’ the 
carbureter, set the choke valve in full 
open position after running the engine 
until it is warm. Retard the engine to 
driving speed of approximately 15 m.p.h. 
and advance the spark lever about half 
way up on the quadrant. Slowly close 
the needle valve by turning to the right 
until the engine starts to miss. Then 
open the needle valve slightly until the 
engine begins to fire regularly. 

If the engine lacks power turn the 
valve still further to the left giving ad- 
ditional fuel. Now retard the throttle 
lever to closed position. Should the 
engine run too fast or stop, correct the 
trouble by setting the stop screw on the 
carbureter throttle lever until the engine 
idles properly. 

Occasionally sediment collects and 
clogs the mesh strainer in the carbureter 
preventing proper flow of the fuel. To 
clean this strainer unscrew the drain 
plug at the top of the float bowl, then 


is required for 


Fig. 15—View of the 


fuel pump 
showing parts that must be cleaned 





remove the strainer and clean with gas6- 
line or kerosene. Fig. 14 shows the 
sectional view of the carbureter. 


Indications of a weak mixture may be 
caused by the accummulation of sediment 
in the mesh strainer of the fuel pump 
which prevents the flow of gasoline to 
the carbureter. To clean, unscrew the 
smaller plug at the bottom of the fuel 
pump shown in Fig. 15, and remove the 
strainer. Wash with gasoline or kero- 
sene and replace. 


NEW METAL CALLED TSUNGANI 


The Alloy Motor Parts Mfg. Co., of 
Tacoma, Wash., are putting on the mar- 
ket a new, copper aluminum alloy known 
as Tsungani. This differs in physical 
characteristics from previous copper 
aluminum alloys in many respects. The 
manufacturers claim a tensile strength 
of over 21,000 lb. per sq. in., with a brin- 
nell of from 80 to 90. The coefficient of 
expansion is .000008, which being very 
much closer to that of cast iron than 
other aluminum alloys, according to the 
claims of the manufacturer, can be fitted 
closer insofar as piston clearances are 
concerned. Clearances as close as .00055 
to .00075 in. per inch of diameter of 
piston has given good results, it is stated. 
Other claims have proved the statement 
that metal will not adhere or tear, even 
if the engine should be run dry or over- 
heated, and that it will take a high polish 
in wearing. Material has been used for 
piston rings and also for piston packing 
for steam engines. The material has 
had considerable service in the west and 
also in air-cooled aviation engines. The 
pistons up as high as 7 in. in diameter 
have been manufactured from the ma- 
terial and it is claimed that there are 
now 700 cars in operation using the ma- 
terial. 
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Kittle Collapsible Lug- 


gage Carrier 

This carrier is adjustable to any length 
and fits on the running board of any car. 
When not in use it can easily be taken 
off, folded into compact form and can be 
carried in tool box. A gate is provided 
at each end for those who do not care to 
have their luggage against the fender of 
their car. The type is especially adapted 
to close against a suit case and hold it in 
place. Finished in bright black enamel 
and sells for $6 by the Kittle Mfg. Co., 
1526 S. Wabash Avenue, Chicago. 


Racine Top 

A detachable top for open cars made 
in standard sizes for over forty car 
models is offered by the Mills Cabinet 
Co. of Racine, Wis. It consists of two 
side units of five glass side sashes which 
fasten securely to the body from wind- 
shield post to rear curtains fitting under 
the touring top. As it does not rest on 
the body sides it is guaranteed not to 
mar the body finish. The doors open 
as a unit and all four door sashes open 
for signaling and ventilation. This top 
is made in standard units and can be 
installed for use the same day ordered, 
it is claimed. 


Emergency Anti-Skid 
Chain 


For all 3% in. tires, the Emergency 
Anti-Skid Chain Co., Sterling, Ill., have 
put on the market a tire chain which is 
said to be very simple to attach. A set 
of six chains can be obtained for $2.50 


Traction Trac 


The traction trac is designed to assist 
in pulling out either cars or trucks 
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Motor meter lock 


which have become badly stuck. Place 
this board in front of the stuck wheel 
or wheels, and hook end of chain on 
the inside middle lug of board. Pass 


Auto extractor traction trac 


Racine detachable top 


chain through wheel and draw it tight, 
hooking it on the outside top lug. Then 
start the machine, putting strain on the 
chain which will pull the board under 
the wheel. Auto Extractor Mfg. Co., 41 
South 15th Street, Philadelphia. 


L. M. Wheels and Axles 


The wheel is made of aluminum, and 
has curved, radial spokes somewhat sim- 
ilar to those used on freight car wheels. 
The axle is of the double reduction type, 
and its features are efficiency, light 
weight and large road clearance. The 
differential is located on the propellor 
shaft instead of on the axle shafts. L. 
M. Axle Co., Cleveland. 


Sturdy Creeper 

This creeper is made of seasoned hard- 
wood slabs, 40 by 14% by 3% in. which 
are bolted together. No nails are used 
in its construction. The castors have 
ball bearings. A padded head rest is 
provided for the neck and _ shoulders. 
Price $2. Gray-Heath Co., 542 North 
Parkside Avenue, Chicago. 


Lee Lock 


The Lee lock for motor meters is de- 
signed for the Boyce motor meters. It is 
connected to the motor meter after the 
cap and motor meter is removed from 
the radiator by means of the nozzle on 
the lock which is threaded to fit the 
motor meter. The nozzle screws to the 
motor meter and a section of the nozzle 
is milled out so that the nozzle also pro- 
tects the lower part of the motor meter 
from being broken should it be thrown to 
one side. Through the nozzle is drilled 
44%4-in. holes so that the steam and va- 
por may pass through to the mercury in 
the motor meter. In order to make the 
lock theft proof a section of the nozzle 


that screws to the motor meter has been 
milled out and this section is filled with 
solder after it is attached to the motor 
meter. Lee Manufacturing Co., Ann Ar- 
bor, Mich. 


Kittle luggage carrier 
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Jansen Burning-in 
Machine 


This burning-in and running-in ma- 
chine is said to be suitable for all types 
of engines without extra blockings or 
fixtures. It is of low, heavy construc- 
tion of the two-speed back-geared type, 
equipped with a 16 in. pulley, special 
quick grip clutch and try-out lever. A 
feature of this stand is the revolving 
head or work stand, by means of which 
the engine can be rotated to any desired 
position. It is said to operate on from 
8 to 15 hp., making it especially well 
adapted to the needs of the garage al- 
ready equipped with small power. Theo. 
W. Jansen Machine Co., 739 21st Street, 
Des Moines, Iowa. 


Code Universal Wrench 


This wrench is made of steel hardened 
and ground and will fit the twenty-five 
different sizes of Code sockets. It is 
12% in. long but may be extended to 
20 in. and will turn ratchet left and 
right or a complete revolution. The 
wrenches are finished in enamel and 
nickel. The interchangeable parts of the 





Code universal wrench 


/ 


if 








Tungar battery charger 





Johnson electric buffer 


wrench lock in position automatically. 
Code Mfg. Co., Ltd., Chicago. 


Price $20. 





Lattner steam generator 


Automatic Steam 
Generator 


This automatic steam generator is 
equipped as a grease eradicator, parts 
cleaner and paint remover. It may be 
operated with either natural or artificial 
gas or gasoline where these are not 
available. Both the fuel and water supply 
is automatically controlled. It is claimed 
to quickly cut the grease and dirt off 
any metal and reaches’ inaccessible 
places. P. M. Lattner Mfg. Co., Cedar 
Rapids, Iowa. 


Johnson Electric Buffer 


A new heavy duty Johnson electric 
buffer with an overall shaft extension of 
approximately 6 ft., enabling two men to 
work on the machine at the same time 
has been developed by the U. S. Elec- 
trical Mfg. Co. of Los Angeles. 

This buffer can be had in a number of 
different sizes for 2 or 3 phase alternat- 
ing current, the 5 hp. being the most 
popular size. Large deep grooved Stand- 
ard ball bearings are used on these ma- 
chines, one set of bearings being at the 
end of the housings with another set 
at the center of the machine which is 
claimed to prevent periodical vibrations 
of the rotor. 


Tungar Battery Charger 


Among the exhibits of the General 
Electric Co. at the New York show was 
a battery charger known as the “double” 
12 amp. 75 volt tungar. The operation 
of this tungar can be compared to that 
of two 6 amp. 75 volt tungars. General 
Electric Co., Schenectady, N. Y. 





Jansen burning-in machine 
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Overheating Engines 


When it is ‘impossible to locate the 
trouble with a heating engine, look to 
the hose and see that it is not in the 
condition shown in Fig. 1. This is not 
an uncommon ailment with Ford or 
other thermo-syphon cooling cars, as 
there is no pump to force the water past 
the restriction. 

Hose used for the water connections, 
particularly that used for the outlet, is 
apt to become soggy and break down, 
so that, while it may look fairly well on 
the outside, the inside layers of rubber 
and fabric have practically shut off the 
water from reaching the radiator. 

It is easy to see that a hose in the 
condition illustrated will cause the en- 
gine to heat through lack of proper cir- 
culation and consequent cooling through 
passages through the radiator after it has 
once been warmed by the engines. New 
hose at least once a year is cheap insur- 
ance against trouble of a more serious 
nature. 
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Gasket cutter compass 


Gasket Cutter Compass 


An instrument for cutting circular gas- 
kets consists of a center point and two 
adjustable knives which may be moved 
in and out radially. One knife is set 
to the inside radius of the gasket and 
the other to the outside radius. Then 
the tool is chucked in a drill press, the 
gasket material mounted on a wood block 
on the bed, and the tool fed into the 
gasket.—Fisher Proctor, Inc., Stewart 
trucks, Boston, Mass. 


Recording Tires in Shop 


In retreading a tire it is a difficult 
matter to maintain its identity while 
going through the shop if the volume of 
business is large. If only: two or three 
tires a day are done memory can usually 
be depended upon to help out in case the 
tag on the tire is lost or mutilated but 
if the production is ten times this amount 
or even five times special steps must 
be taken to meet the problem. 

Inasmuch as a tire is buffed before it 
is retreaded all distinguishing marks are 
thus removed from the outside of the 


ainfenance 


Fig. |—Overheating caused by 
restricted water pressure 


tire. Therefore, full reliance must be 
placed on the shop ticket or its number. 
If the ticket is tied around the tire with 
a piece of string the string is in the way 
of the buffer, there is danger of the 
string breaking and of the tag being 
torn off. For safety’s sake, fine flexible 
wire should be used instead of string. 
It should be attached to the tire by 
threading it through an awl hole in the 
toe of the bead. 

As an additional precaution in case 
anything happens to the tag attached 
thereto it is advisable to paint the shop 
number on the inside of the tire care 
being taken to select a spot that does 
not require repairing. Bright red seems 
to be the best all around color for the 
purpose as it contrasts sharply with 
practically all fabric colors. The paint 
should be fairly quick drying, say one- 
half hour, should be flexible and should 
stand some heat. Any paint man can 
turn out a satisfactory mixture with 
these brief specifications. 
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To Drill Larger Hole 


It sometimes happens that the service 
station or the garage repair departments 
are hard pressed for a method to drill 
a hole slightly larger than the one drill 
which is just a bit too small to meet 
requirements. Within reasonable limits 
the following methods will serve satis- 
factorily to overcome the obstacle: Sup- 
pose it is desired to drill a % in. hole 
and the only available drill is 5/16 in. 
in diameter. As can be seen in the 
exaggerated sketch, the drill is ground 
with the center of its conical point 1/32 
in. away from the center, in other words 
the center is offset. With careful use of 
this drill a hole can now be ground which 
will have a diameter of % in. This 
method can not be carried to the extreme 
as the flutes on the, drill will not be 
able to cut the material if the eccen- 
tricity is too great. 


Wheel Painting Stand 


The painting of a wheel, or for that 
matter any work on a wheel, is facili- 
tated by mounting it on the wheel stand 
shown. The stand should be substantially 
built with a broad base. The spindle 
engaging the hub of the wheel is tilted 
up at a slight angle so the wheel will 
not slide off when it is rotated. The 
spindle is swiveled in the stand so the 
wheel may be swung to any angle. 


Tin shears made from two old files 


Cheap Tin Shears 


A good pair of 10-in. tinners’ snips 
cost today $2.50, and for most pur- 
poses that pair of bench tin shears made 
to the inside radius of the gasket and 
above sketch, will answer just as well, 
and they cost nothing more than a little 
spare time in their making. 


The moving blade is made from one 
old 14-in. file. Heat the file and punch a 
3%%-in. hole through it about 3 or 4 in. 
from the end. With a drift then grind 
one side of the file smooth and grind the 
end curved. Also grind the cutting edge 
slightly bevel. 

The stationary jaw is made by forging 
the other file L-shaped and grinding the 
inside smooth and beveling a cutting 
edge on under side of blade. The ver- 
tical leg of these shears is held in a 
slot cut in the bench plank or it can be 
gripped in the bench vise. 
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Dealer Must Furnish 
License Plates 


I have been informed by a policeman of 
this city, myself being a dealer in new 
cars, that upon the sale of a new car I am 
supposed to furnish license plates to buyer 
and allow him to use same for ten days. 
This policeman tells me this is the law. 
Kindly inform me what the law is regard- 
ing same, as I never understood it that 
way.—Harry E. Coefield, Hammond, Ind. 


Section 10,471 of Burn’s Annotated 
Indiana Statutes reads: 


“Upon the sale of motor vehicle or 
motor bicycle by the manufacturer or 
dealer which has been registered by the 
manufacturer or dealer under this act, 
the vendee shall be allowed to operate 
the same upon the public highways for 
a period of fifteen days after taking 
possession thereof or until he shall have 
received his certificate of registration 
and under plates from the secretary of 
state providing that during such period 
the motor vehicle shall have attached 
thereto in accordance with the provisions 
hereof, two number plates bearing the 
registration number of the dealer under 
which it might previously have been 
operated. 


“And provided further: That applica- 
tion for registration shall be made by 
mail or otherwise before such vehicle 
shall be so used.” 

Section 10,473 provides for registra- 
tion by dealers. This is too long to quote. 
The dealer may obtain as mafy dupli- 
cates of his number plate as he desires 
upon payment to the Secretary of State 
of one dollar for each duplicate. No plate 
or sign shall be used other than those 
furnished by the Secretary of State. 


Oral Agreement Prior to 
Contract Precluded 


Sometime ago my mother and I bought 
some rubber stock paying part cash, giv- 
ing notes for the balance. This stock 
was sold to us by the company’s agent 
with the understanding that if we could 
not pay for all of it the company would 
issue us paid up stock for what we had 
paid in. Sometime ago, we advised the 
company it would be impossible to make 
any more payments and requested them 
to send us paid up stock for what we 
had paid in, as their agent had agreed to 


MOTOR AGE 


aw Your Busine 


By Wellington Gustin 


Tell Us Your Legal 


Problems 
EEMINGLY knotty legal prob- 


lems are constantly arising in 
the dealer’s business, which even a 
slight knowledge of the law easily 
may solve. MOTOR AGE presents 
here the most common legal prob- 
lems which confront the dealer. Mr. 
Gustin, a member of the Chicago bar, 
not only is well versed in the law 
relating to the dealer, but presents it 
in such a way as to be readily under- 
stood by the layman. In addition to 
his articles, Mr. Gustin will gladly 
answer such individual inquiries on 
knotty points as may be submitted 
to him. 
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and have left the balance due with an 
attorney for collection. 

I have written to the company’s agent 
but have never heard from them. Can 
they make us pay the balance due?— 
Dallas Lansing, Gilmore, Ohio. 


As to your liability, much would de- 
pend on the written contract. Usually 
such contracts expressly exclude any 
statements of agents leading up to and 











- 
cn 











including the contract... The rule is that 
a written contract precludes evidence of 
statements and negotiations made orally 
which are claimed to be part of the 
agreement. 


Unless false representation and fraud 
can be shown which induced you to sign 
the contract, the statements of the sales- 
man would not be permitted to change 
the written agreement. 

The fact that you gave notes for the 
balance due on the stock would be taken 
to show you understood that all was to 
be paid in the amount of stock sub- 
scribed. But, perhaps, rather than resort 
to litigation, the company might issue 
stock only for the amount paid in cash. 
From .the facts as you state them we 
cannot offer you much encouragement. 

If you can show that this oral agree- 
ment with the agent was collateral to 
the written agreement, but a separate 
and distinct agreement from it and fur- 
ther that the agent had the authority, 
express or implied, to bind the company 


_to such collateral agreement, then the 


company would have to recognize such 
oral agreement. 

We are unable to give you any in- 
formation as to the present status of this 
company, 


Proposed Law Governing Mechanics 


The legislature of this state is in session 
at this time and I wish to take up with 
the representatives of this county the 
question of a law governing automobile 
mechanics. 

I have broached the matter to them and 
they express a willingness to make an 
effort to get legislation enacted and re- 
quested that I furnish a draft of what was 
wanted. 

It seems to me that I have read of some 
western state having a law providing for 
certain qualifications for mechanics. 

I am interested in a general garage, and 
it occurs to me that there are too many 
good blacksmiths ruined trying to be 
automobile mechanics; it isn’t satisfactory 
to the owner of a car or the owner of 
garage to have to turn loose an “igno- 
ramus” or an expensive piece of ma- 
chinery at a dollar or more per hour. A 
law prescribing certain necessary qualifi- 
cations for a mechanic would make it 
easier for the garageman who wants to 
do a legitimate business, giving value 
received for service, and it would put out 
of business those transient concerns that 
are incapable, and which inevitably fail 


do. They did not even answer this letterany way. 


Give me any information you may have 
that you think will be of service to me.— 
E. G. Goodnight, Poteau, Okla. 


I have been unable to find any state 
law governing automobile mechanics. I 
am informed that one state, Kansas, had 
such proposed legislation up before its 


law making body last year, but no such 
law was passed. 


Such legislation must run the gauntlet 
of constitutional lawyers as class legis- 
lation, and must of necessity be prepared 
with care to be effective. Most of such 
regulatory laws come within the police 
powers of a state, under which certain 
regulations may be made for the peace, 
safety, and welfare of the people general- 
ly. It is a question whether you can 
bring the automobile mechanic within 
this power, although I think as you do 
that any Tom, Dick and Harry working 
on a car is neither satisfactory to the 
garage owner nor to the car owner. 
Certainly the customer would not have 
to pay in many cases for bad jobs, if he 
could get the facts, and where damage 
is done to his car, he could recover for 
the damages from the garageman. 
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Motor Age Weekly Wiring Chart No. 117 
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Name of Car and Date on Which Wiring Diagrams Have Appeared in Previous Issues 


Allen—June 17, ’20 Dorris—Dec. 9, *20 Lexington—July 29, Reo—July 22, °20 

Sept. 30, 20 Dort—Aug. 12, ’20 Dec. 16, ’20 Feb. 10, ’21 
American Beauty—Feb. 37, Dodge—Sept. 23, °20 Locomobile—June 3, ’20 Roamer—Dec. 30, ’20 

21 Elcar—Oct. 28, ’20 Mitchell—Jan. 6, '21 Feb. 10 ,’21 

Auburn—Se Pe Dec, 2, ’20 Moline- Knight—July 22, ’20 Saxon—Sept. 9, ’20 
Apperson—. ire *20 Elgin—Oct. 14, ’20 Nov. 4, ’20 Oct. 21, ’20 
sae Eg! 15, 30 Franklin—June $, °20 Moon—July 29, ’20 _Dec. 30, °20 

Dec. , '20 Dec. 2, ’20 Aug. 19, 20 Scripps-Booth—Aug. 26, ’20 
Cadilien--Nov. 18, ’20 Grant—Aug. 12, ’20 Moore—Nov. 11, ’20 ' Feb. 3, ’21 
Case—Aug. 5, ’20 Nov. 25, ’20 National—Dec. 16, 20 Sheridan—Feb. 3, ’21 

Oct. 7, "20; Feb. 17, ’21 Harroun—July 15, °20 Oldsmobile—Sept. 16, '20 Stearns—Nov. 4, ‘20 

Feb. 17 Haynes—June 24, ’20 Nov. 25, ’20 Jan. 13 '21° 
Chalmere— June 17, °20 Hudson—Jan. 13, ’21 Dec. 23, ’20 Stephens—Sept. 16, ’20 
Cole—Dec. *20 Hupmobile—Feb. 3, ’21 Packard,—Oct. 7, ’20 Studebaker—July 1, ’20 

Jan. Gobi; Jan, 20, ’21 Jordan—June 10, ’20 Peerless—Nov. 18, ’20 Oct. 29, ’20 
Crow-Elkhart—July 29, ’20 July 22, ’20 Pierce-Arrow—July 15, ’20 Velie—Jan..20, ’21 
Daniels—Feb. 17, °21 Kissel—Aug. 19, ’20 Feb. 10, ’21 Willys-Knight—Oct. 14, ’20 
Davis—Aug. 12, ’20 Oct, 21, ’20 Premier—Feb. 10, ’21 


Additional Wiring Diagrams May Be Found in the Readers’ Clearing House in This Issue 
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Carbureters on 1920 Cars 


One of a series of weekly pages of information valuable to service men and dealers—save this page 








Motor Age Maintenance Data Sheet No. 138 














Car and Model 





Mi bse. 3 ss és 
Allo, 4.20662. 
American, C60. . 


American Beauty 
PIG. oc, 6 og SS oes oe ee 


Apperson, 821... 
Auburn, 6-39... 


eee eee eeeree 


Biddle, 18....... 
Bour-Davis, 21S, 
Brewster, 91.... 
Briscoe, 4-34.... 
Buick, 1921..... 
Buick, 1921..... 
Cadillac, 59..... 
| ee ee 
Chalmers, 35C. . 
Champion...... 
Chandler....... 
Chevrolet, 490... 
Chevrolet, FB... 
Cleveland, 40... 
Columbia Six... 


MGR scent sXoaax 


Crawieeds 2ieG4O. . oc ccc es 


Crow-Elkhart. .. 


Cunningham, V4.......... 


Daniels, D19.... 
Davis, 51-7...... 


Dodge Bros., Touring............ 


Dort, 15 and 10. 
Dixie Flyer, H. S 
Dorris, 680...... 
Dupont, A...... 
: Elear, 20-7R 
Elcar, 20-K4.... 
ae 
es ee 
Economy....... 
Ferris, C21...... 
Franklin, 9B... . 
WOU Sc acs < 


SS Pe 


Hanson Six, 54 and 60.............. 


Harroun, A. A. 2 
Hatfield, A42.... 


Holmes, 


Hudson Super Six, O................ 


Huffman, R..... 
Hupmobile, R5. 
Jackson 


Jordan, M Brougham 


Kenworthy, 6-55 
MRA Wie orate rescd > 
| OS ae eee 
Kline Kar, S. K. 
LaFayette, 134. . 
Leach Biltwell. . 
Lexington, S.... 
Liberty, 10C.... 

















Make of | Model of Size of | Type of Flange 
Carbureter | Carbureter | Carbureter | Carbureter 
Stromberg | L. B. 2 | 1% | Horizontal Vertical 
Stromberg M. 1 1 | Vertical Transverse 
Stromberg L. B. 2 1% | Horizontal Horizontal 
Rayfield M 1% | Horizontal Vertical 
Rayfield G. L. 3 14% | Vertical Fore & Aft 
Johnson A 1% | Vertical Horizontal 
Rayfield L-3P 14% Horizontal Horizontal 
Stromberg | L. 8. 2 14 Vertical Transverse 
Stromberg | M. B. 1 1 | Horizontal Vertical 
Zenith H. P. 5A 14% | Horizontal Vertical 
Zenith H. P. 5A 1% | Horizontal Vertical 
Stromberg | L. 8. 2 14 Vertical Transverse 
Scoe RNC iE gee 1 | Vertical Transverse 
Marvel E 14 | Vertical Fore & Aft 
Marvel E 14 | Vertical Fore & Aft 
Own Fixed Jet | 1% | Horizontal Horizontal 
Rayfield | M-3V | aa | Horizontal Vertical 
Stromberg L2 14% | Vertical Fore & Aft 
Zenith eee rae 1 | sevelescede © —" MeMeeamele 
Rayfield | G-3P 1% | Vertical Fore & Aft 
Zenith T-4 1 | Vertical Fore & Aft 
Zenith | T-4 1 | Vertical Fore & Aft 
Stromberg M. B. 1 | Horizontal Vertical 
Stromberg L. 8. 2 14% | Vertical Transverse 
Johnson A 1% | Vertical Horizontal 
Stromberg | M. B. 1 | Horizontal Transverse 
Stromberg | L. B. 2 14% Hommotitel - - 7b cece 
Carter Lo 1 | Horizontal Horizontal 
Stromberg | L. B. 2 1% | Horizontal Vertical 
Zenith | O-4 1 Vertical Fore & Aft 
Stromberg 0-3 1% Vertical Fore & Aft 
Zenith O. D5D 1% | Vertical Transverse 
Stromberg L. 52 14% | Vertical Transverse 
Stewart 25 1 | Vertical Fore 
Carter Lo | 1 | Horizontal Horizontal 
Stromberg M.B 1 | Horizontal Vertical 
Stromberg L3 1% Vertical Fore & Aft 
Yale & Town | Swan | 1% | Horizontal Transverse 
Stromberg | 0-2 | 1% | Horizontal Fore & Aft 
Stromberg | M-l ae | Vertical Transverse 
Stromberg L. B. 1 | 1 | Horizontal Vertical 
Own Ae ORR: | 1% | Vertical Transverse 
Zenith H. P. 4A 1 | Mommetiteh: ob ceececeess 
Zenith | H. P. 54 | 1% | Horizontal Vertical 
Own Paro cae earreie 1 | Vertaal. oS F See eee 
Holley & Kingston | Bie ee 1% Horizontal Horizontal 
Carter | Lo 1 | Horizontal Horizontal 
Stromberg L. 1 1 | Vertical Horizontal 
Marvel | E 1% | Vertical Fore & Aft 
Stromberg M. 1 1 | Vertical Horizontal 
Zenith | H. P. 1% Horizontal Horizontal 
Rayfield | ‘Tar. 14% Vertical Fore 
Rayfield M.3 1% Horizontal Triangular 
Stromberg M. 2 1% Vertical Fore & Aft 
Zenith 4H. P. 1 Hotimemies: » Fee cacuec 
Stromberg O-1 1 Vertical Fore & Aft 
eis ns Pe nes 1% Vertical Transverse 
Stromberg L. B. 1 1 Horizontal Vertical 
Stromberg M. 1 1 Vertical Fore & Aft 
Stromberg L. B. 2 1% Vertical Transverse 
Rayfield M. 3V dite Horizontal Vertical 
Stromberg L. 8.2 1% | Vertical Transverse 
Stromberg L. B. 2 1% | Horizontal Vertical 
Ball & Ball D. V. 10 1% | Vertical Horizontal 
Stromberg L. B. 2 1% | Horizontal Vertical 
Rayfield L. 3P 1% | Horizontal Horizontal 
Own 6143 2 | Vertical Fore & Aft 
Rayfield M. 3V 1% | Horizontal Transverse 
Rayfield L. 3P 14% | Vertical Fore & Aft 
Stromberg L. 1 1 | Vertical Fore & Aft 

















To be concluded next week. 
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COMING MOTOR EVENTS 


Automobile Shows 


San Bernardino, Cal..Annual Automobile Show 
Albany, ws. Annual Automobile Show. 
San i Automobile Show 
Pittsfield, Mass. Annual Automobile Show....... 
Grand Rapids, Mich..Automobile Business Association....................Feb. 
Louisville, Automobile Show Feb. 
Deadwood, S. D Annual Automobile Show. Feb. 
Salt Lake City........... Automobile Show Feb. 
Paterson, N. J Annual Automobile Show Feb. 
Elmira, N. Y Annual Automobile Show. Feb. 
Manchester, N. H.....Annual Automobile Show 
Amarillo, Tex............. Annual Automobile Show 
Springfield, Ohio Annual Automobile Show. 
Poughkeepsie, N. Y..Annual Automobile Show. 
Saginaw, Mich Automobile Show. 
Galesburg, IIl..: Automobile Show. 
Malone, N. Y..... Automobile Show 
Automobile Show 
Sixth Annual Automobile Show 23-26 
Annual Automobile Show . 23-26 
Bloomington, Automobile and Tractor Show. . 23-26 
Buffalo, N. Y Annual Automobile Show........................ . 26-March 
Wilmington, Del......Automobile Show. - 28-March 
Binghamton, N. Y....Annual Show . 28-March 
St. Joseph, Mo Automobile Show. . 28-March 
Muskegon, Automobile Show. . 28-March 
Duluth, Minn Annual Automobile Show. . 28-March 
Portland, Annual Automobile Show. / 28-March 
Huntington, Va Automobile Show 
Uniontown, P Annual Automobile Show...............-....-----..-c--es--t----- 
Quincy, .....Automobile Show 
Wichita, Kan. _.Annual Automobile Show 
Des Moines .. ..Open Car Show. 
Chester, Pa. Automobile Show 
Automobile Show. 
Automobile Show 
Automobile Show 
New Haven, Conn....Annual Automobile Show 
Atlantic City Annual Automobile Show 
Pittsburgh, Pa........... 
Des Moines ...Enclosed Car Show. 
Jacksonville, Ill.......... Automotive Show 











Indianapolis 
Springfield, 
Scranton, 


meee ..Automobile Show. 
Mass......Annual Automobile Show. 
Passenger Car 
Syracuse, N. Y. Automobile Show. 
Nashville, Tenn. .Annual Automobile 
Wheeling, W. Va....Annual Automobile 
Pendleton, Ore Annual Automobile 
Fort Wayne, Ind.....Automobile Show. 
Antigo, Wis............... .. Annual Automobile 
Richmond, Va. Automobile Show. 
Newark, N. J...........Automobile Show. 
Boston, Mass. Annual Show. 
Omaha, Neb.............. .Annual Automobile 
Washington Annual Automobile Show 
Greenville, S. C.........Automobile Show. 
Detroit .......................Annual Automobile Show 
Peoria, IIL Automobile Show 
Torrington, Annual Automobile Show. 
Annual Automobile Show. 
Greenfield, Mass........Automotive Show. 
Columbia, S. C........... . Automobile Show 
Chattanooga, Tenn....Annual Automobile Show. 
Charlotte, N. C.........Automobile Show. 
Bridgeton, N. J Annual Automobile Show 
Gloversville, N. Y....Annual Automobile Show 
EE Sree .Automobile Show 
Seattle Annual Automobile Show. April 4-9 
Mexico City ... Automobile Show April 10-25 
Buffalo First Ann’l Motors and Sportsmen’s Show..April 11-16 
Charlotte, N. C .. Carolinas Automobile Show. April 11-16 
Lincoln, Ill Automobile Show April 21-23 


Tractor Shows 
Truck & Tractor Show. 


Conventions 
Salt Lake City...........Intermountain Automotive Trades Assn 


March 
March 
March 
March 
March 
March 
March 
March 
March 
March 
March 
March 
March 
March 
March 
March 
March 
March 20-26 
March 23-26 
March 28-April 2 
March 28-April 2 
April 
April 4-9 
April 2-9 
April 3-9 
April 3-9 























































































































Newton, 















































Scranton, Pa March 14-17 








Feb. 24-25 





Races 
Indianapolis Sp’wy....500 Mile Race 
Uniontown Sp’wy 
Strasbourg 
Uniontown Sp’wy. 











May 30 
June 18 
July 28 
Sept. 5 





French Grand Prix 
Annual Autumn Classic 














stock from $75,000 to $1,000,000. Of this amount 
$650,000 will be common stock and the balance 
of $350,000 will be 8 per cent preferred stock. 


the Field motor, will take over the Savage Har- 
vester Co., Inc., of Denver, Colo. The latter 


Business Notes 


Mullins Body Corp. reports net sales of $13,- 
711,420 in 1920, with net profit of $701,290 and 
total assets of $4,500,056 as of Dec. 31. 

Rey Wheel Co. has increased its board of 
directors from five to eight, adding James C. 


Up to this time the spring company has been a 
closed corporation, but the new stock will be 
offered to the public and it is planned to give 
the new shareholders representation on the board 


concern is to receive in five years $125,000 of 
stock in the Reed reorganization and recapital- 
ization, and has placed an order for $4,000,000 
worth of Reed tractors. 


_ The Noble Heater Co., Fort Wayne, Ind., at 
its annual stockholders’ meeting, planned to ex- 
tend greatly its business. For more than three 
years this concern has produced a line of auto- 
mobile exhaust heaters for closed cars. The fol- 
lowing officers were elected: President, Frank 
E. Bohn; vice-president, Fred J. Rump; secre- 
tary, O. Marahrens; treasurer, Fred G. Schwier. 
The other directors are Noah A. Long, John B. 
Spatz and Henry Wehrenberg. 


The Miller Rubber Co., Akron, O., has opened 
a direct factory tire branch in Omaha. A. G. 
Wall has been appointed branch manager. 


The Hassler factory at Harrisburg, Pa., which 
makes the Hassler Shock Absorber, early this 
year will build a large addition_and greatly in- 
crease its facilities for output. Robert H. Hass- 
ler, president, announces that the factory has 
been in full operation, continuously, during the 
recent business hesitancy. He says that busiess 
at the factory has been maintained up to a 
normal quantity because the company has re- 
doubled its efforts. Orders are coming in well, 
Mr. Hassler reports, and the volume of sales has 
increased rapidly in the last few months, 


The Peugeot Automobile Co. of France will | 
form an American company to be known as the j 
Peugeot of America, with an authorized capital 
stock of by ings 8 per cent cumulative pre- 
ferred, and 50,000 shares of common stock of no 

ar value. The compan will 

eugeot automobiles at a plant to be located in 
New England. Of the stock $1,500,000 preferred 
and 25,000 common shares will be issued at once. 


The Caddenhead Auto Rim Co. has begun con- 
struction of its $100,000 plant at Tarrant City, 
‘Ala., where automobile.rims and steel products 
will be manufactured. The plant will cover a 
ten acre site. A ten inch rolling mill has already 
been constructed at a cost of about $65,000, and 
the rim building plant will be completed about 
May 15, at which time immediate operations are 
expected to start. The chief product will be 
automobile rims, the daily capacity of the plant 
to be 3000 rims. Initial production will be about 
400 or 500 rims daily. 


of directors. Preferred stock to the value of 
$150,000 will be offered first. 

Negotiations are now under way by which the 
Reed Foundry & Machine Co. of Kalamazoo, 
Mich., manufacturers of the Reed tractor and 


Kempton of the Detroit Sales Co., Wm. Roberts 
of Roberts Tube Works and C. R. Aikman of 
Amherstburg, Ontario. 

The D’Arcy Spring Co., Kalamazoo, Mich., at 
a special meeting, voted to increase the capital 


Settling the Horsepower Question Once 
and for Always 
espe 














manufacture 


ONE HORSE POWER. 
Every once in awhile someone asks us what is meant by the term “horsepower.” 
So we decided to draw the above cartoon and for the benefit of those who do not 
already know let it be said that one horsepower is equal to the amount of work 


or energy required to lift 33,000 lbs. through a distance of | ft. in | min. It does 
not mean, however, that a 22 hp. engine can do as much work as 22 dray horses 














